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er : This is definitely true of life insurance business in general | 
ie | and the business of this Company in particular. All Great- | 
ri i West Life departments of production are ahead of the | 
a | | corresponding period of 1933. In the month of October | 
‘the business received showed a 90% increase and paid busi- 
aly ness showed a 30% increase over the corresponding month 
<a of October, 1933. 
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F gh With its newly launched programme of improved insurance 
ns service, The Great-West Life and its agents look forward 

to continued progress on this rising tide of recovery. 
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The ‘National: Life and Accident (nsurance Company 


. » Made More Growth Than Any Other Company in 1933 
Has Made More Growth First Six Months, 1934, Than 
It Made During the Entire Record-Breaking Year of 1933 


AMONG MORE THAN THREE HUNDRED COMPANIES IN THE UNITED STATES GROWTH FIRST SIX MONTHS, 1934, ALMOST FOUR TIMES THAT FOR 
FIRST SIX MONTHS, 1933 M 
AND CANADA— HERE ARE THE COMPARATIVE FIGURES 















































NEW PAID BUSINESS 
THE NATIONAL RANKS— Industrial P$73.477,698.00 °°  gs9.sieti8oo || Pp 
Oellnaty .......cccccssccccscececscess SRD 16,722,657.00 ; 
FIRST—On increase in Industrial Insurance in force for 1933. ——__—. —_——_——-. 
FIRST—On increase in Ordinary Insurance in force for 1933. OE se oa AREER Sao ey aaaiahinaes ’N 
FIFTH—On total number of policies in force. IE 5 «sas cea oneal $22,214,000 § 7,866,815.00 
SEVENTH—On tote! Industriel Insurance in force. SPURT 3.525 pine ne serene mene een ee 15,397,780.00 2,525,409.00 St 
ELEVENTH—On new Life Insurance written during 1933. ORR eda oseos ener $37,61 1,780.00 $10,392,224.00 : 
First Among Alll in 1933 Growing Greater Every Day 
Shielding Millions — Are We Shielding You? : : 
[3 s s : al 
The National Life and Accident Insurance Company, Inc. ; 
f 
HOME OFFICE NATIONAL BUILDING NASHVILLE, TENN. | : 
f 
& 
I a 
:: 
North American Reassurance Company ||): 
| ‘ 
I 
- 
* e i : 
Life Reinsurance i; 
99 John Street, New Pork Lawrence M. Cathles, President (fp: 
E 
| hi 
Your Company Connection Should Be i 


More Than Just An Agency Contract. 
You Want— 


—a sound, conservative Company. 

—a Company which will not sell out nor reinsure. 

—low cost insurance to sell. 

—liberal commissions including renewals which are vested. 

—unrestricted territory; equal opportunity; the right to build an agency of your own. 

For Information, write 

Agents of G@ardisa fife G@ardiss fife 
enjoy these features to the Home Office, Madison, Wis. 


fullest possible extent. PAUL F. CRANEFIELD 
Director New Business Dept. 
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Exams for Agents 
Puzzling Problem 


| Much to Be Said on Both Sides of 


Proposal to Require Quali- 
fication 


NEW YORK REPORT SOON 


State Life Underwriters Association 
Meeting Nov. 17 to Hear Re- 
sults of Survey 


NEW YORK, Nov. 8—The puz- 
zling question of written examinations 
for prospective life agents in the state 
of New York will be under the spotlight 
when the New York State Life Un- 
derwriters Association’s committee now 
digging into this subject brings in its 
report at the association’s meeting Nov. 
17 at Poughkeepsie. It is expected that 
the report, based on an exhaustive sur- 
vey of such systems in other states, will 


make a definite recommendation on the 
advisability or inadvisability of trying 
to get legislation requiring such exam- 
inations in this state. A. lk’. Lewis, gen- 
eral agent Mutual Benefit Life, Syracuse, 
is chairman of the committee. 

Such outstanding neighboring states 
as Connecticut, Massachusetts and 
Pennsylvania, for example, have had 
qualification laws for some time and 
apparently think well of them. Accord- 
ing to H. R. Teitrick, chief of division 
of agents and brokers, Pennsylvania de- 
partment, there has been a decided im- 
provement in the educational background 
of applicants since the written exam- 
inations were started in 1927, with a 
larger percentage of would-be agents 
having business or professional expe- 
rience. 


Cite Depression as Reason 


Opponents of the system, however, 
point out the possibility that the depres- 
sion, forcing many business and profes- 
sional men out of their usual lines, may 
have been the main cause for the better 
type of applicants. 

The percentage of those failing to 
pass the life agent’s examination also 
has improved markedly since it was in- 
augurated, Mr. Teitrick has found, the 
percentage of failures declining from 17.4 
in 1927 to 12 in 1933. Here the influ- 
ence of the depression as a factor may 
be refuted by noting that by 1929 the 
— had been reduced to 13.2 per- 
cent. 

As to the attitude of companies, once 
the law is operative, the Pennsylvania 
department sent out questionnaires, to 
be answered anonymously, to all com- 
panies, life, fire, and casualty, for their 
opinion on the written examination, and 
74 percent of those replying were in 
avor of continuing it. 

_Those opposed to written examina- 
tions | for life agents strongly believe 
that it would be a mistake to turn over 
to the state a function that should be 
(CONTINUED ON LAST PAGE) 
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Interest Assumption to Be 
Cut 14 Percent by Some 





JOHN M. LAIRD TELLS PLAN 





To Pay Full Reserve on Principal Plans 
at End of Twentieth Instead of 
Fifteenth Year 





Confirmation of the rumored intent of 
several important stock companies to re- 
duce the interest assumption in the calcu- 
lation of rates was contained in a paper 
submitted at the meeting of the Amer- 
ican Institute of Actuaries in Chicago 
by John M. Laird of the Connecticut 
General. Mr. Laird was not present and 
the paper was read by Secretary W. F. 
Poorman of the Institute. 

The reduction in the interest assump- 
tion will be % of 1 percent, bringing the 
factor to 3% percent. 

At the same time, he said, some of the 
companies which have been paying the 
full level premium reserve at the 15th 
year, will make an adjustment under 
which the full reserve on their principal 
plans will be paid at the 20th year. He 
said it is appropriate now to compute 
asset shares by accumulating net pre- 
mium payments at lower rates of interest 
than have been used. 


Withdrawal of Deposits 


Mr. Laird said some observers feel 
there should be a lower interest rate on 
deposits subject to withdrawal. The 
Connecticut General, he recalled, has 
provisions, under which it would be pos- 
sible to withhold payment for 90 days 
and to make payments in installments of 
not more than 20 percent of the total 
amount in any one year. 

Mr. Laird’s paper was presented as 
part of the informal discussion on the 
topic of premium rates, dividends and 
surrender values. 

S. C. Kattell of the Lincoln National 
read a paper which was prepared by W. 
A. Jenkins of the same company. He 
warned the actuaries against being 
rushed off their feet by current condi- 
tions, without giving profound thought 
to whether they may be temporary or 
whether they. are likely to continue. If 
the actuary feels that the conditions are 
not temporary, then he should take de- 
cisive action. 

Nongubfitipating rates, he pointed 
out, até*Based on estimates of future ex- 
perience. There must be a long term 
projection. Predictions are difficult. He 
said it is not necessary to attempt to 
forecast elements for 50 to 75. years, 
but that the forecast should be restricted 
to a much shorter period. 


Experience Differs 


- The experience of the various com- 
panies differs and one schedule might 
not be proper for all. ; 
The company would be justified in 
changing its premium, if the trends indi- 
cated that mortality, interest “and ex- 
pense are at such levels as to make pres- 
ent rates unsuitable. If the experience 
of the last few years should continue, 
there is little doubt that the rates would 
be too low. The mortality experience 
is better and the increased production of 
new business is helping the expense 
ratio. However, the question of interest 








(CONTINUED ON LAST PAGE) 
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‘Aiteiaies Differ Widely on 
Need of Term Cover Today 





CONTRARY VIEWS EXPRESSED 





Some Feel Economic Conditions Justify 
Emphasis on Cheap Forms—Others 
Cite Weakness of Plan 





Discussion of the question whether 
the present economic situation: justiies 
adoption of plans to encourage the writ- 
ing of term and low premium’ ‘policies 
developed some difference of opinion at 
the meeting of the American InStitute 
of Actuaries in Chicago. 

C. H. Jones of the Metropolitan con- 
tended that term is unsatisfactory to as- 
sured, agent and policyholder, partic- 
ularly since it involves features of as- 
sessment insurance. Renewal of the 
policy is likely to come when the as- 
sured may not have the money to pay 
the increased premium and when he 
needs the insurance the most. Selec- 
tion is against the company, because of 
the withdrawal of select risks. The 
Metropolitan writes term at standard 
rates only where a 15 percent better 
mortality can be expected than on reg- 
ular types of policies. The protection 
provided by term insurance is more 
often than not needed more urgently at 
the end of the term than at the begin- 
ning. 

In the Metropolitan, during the last 
15 years, the amount of term issued has 
been 5 percent as much as the standard 
ordinary. 

H. G. Sellman of the Illinois Bankers 
Life took a contrary view. He cited 

(CONTINUED ON PAGE 18) 





Conducts Sessions of 
Actuaries in Chicago 














T. A. PHILLIPS 


T. A. Phillips, president of the Min- 
nesota Mutual, conducted the sessions 
of the American Institute of Actuaries 
in Chicago last week, being president of 





that organization. 
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Income Disability 
May Be Restored 


Indication Found at Meeting of 
American Institute of 
Actuaries 


IDEA FAVORED BY SOME 


President Phillips to Name Committee 
to Study Advisability of Investigating 
Experience of Smaller Companies 


Out of the mid-year meeting of the 
American Institute of Actuaries in Chi- 
cago came indications of a movement to 
revive the income disability feature on a 
basis more attractive than the $5 plan, 
which is being offered by most of the 
companies that have not entirely with- 
drawn from the field. 

The first indication of such a move- 
ment was contained in the presidential 
address of T. A. Phillips at the opening 


of the meeting. Mr. Phillips is presi- 
dent of the Minnesota Mutual. He hinted 
at the possibility of such revival and 
then proceeded to recommend that the 
institute sponsor an investigation of 
mortality and disability experience, or 
both, of a group of the smaller and 
younger companies. He suggested the 
possibility that the experience of such 
companies might differ in many respects 
from that of the older and larger insti- 
tutions and if so, the knowledge would 
be valuable in helping the smaller com- 
panies formulate programs and make 
decisions. 


To Name Committee 


Just before adjournment, W. P. Coler 
of the American Central introduced a 
motion for the appointment of a commit- 
tee to investigate the desirability and 
feasibility of making such an investi- 
gation as Mr. Phillips had recommended. 
That motion prevailed and Mr. Phillips 
shortly will name a committee of five 
that will report to the board of gover- 
nors of the Institute. 

The sessions were exceptionally well 

attended. A number who would not 
have made the trip felt justified in go- 
ing to Chicago to attend meetings of 
beth the Life Agency Officers and actu- 
aries. The actuarial meeting started the 
day after the close of the agency officers’ 
meeting. In addition a group of seven 
companies, which exchange reinsurance, 
held a meeting at the same time and 
their medical directors were on hand. 
Several interesting new papers were 
presented, but there was almost a com- 
plete absence of discussion of papers 
that had been presented at the previous 
meeting. 
The program committee had prepared 
provocative topics for informal discus- 
sion and there was an unusually gen- 
eral participation in these discussions, a 
number of the younger members taking 
part. 





The possibility that disability may 
(CONTINUED ON PAGE 7) 
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Actuaries Hear Argument in Favor of More 
Normal Investment Course 


In the discussion of investments at 
the meeting of the American Institute 
of Actuaries in Chicago, a number of in- 
teresting points of view were expressed. 

L. M. Cathles, president of the North 
American Reassurance of New York, 
said the fact that the companies are 
placing 60 percent of their new money 
in short term government securities is 
a confession of failure. He suggested 
that a company should have a clear 
idea of how it would like to have its 
money invested—that is, a certain per- 
centage in railroad bonds, governments, 
mortgages, etc. Then so long as the 
necessary amount can be purchased at 
a price that will provide the valuation 
rate of the company, he expressed the 
belief the company should go along its 
way, keeping up to its ideal investment 
program. 


Highest Grade Is Favored 


Only the highest grade of securities 
should be considered by life companies, 
he contended. At present short matur- 
ities are favored. He _ characterized 
United States government bonds and 
municipal and state bonds as deben- 
tures. Outside of these, he said he 
prefers definite first mortgages on spe- 
cific property. 

An investment man told him recently, 
he said, that the life companies were 
overlooking a field of investments in not 
purchasing bonds of industrial concerns 
that have convertible features. The in- 
vestment man contended that the con- 
vertible privilege constituted a hedge 
against inflation. This notion, accord- 
ing to Mr. Cathles, is worth considera- 
tion, although he said industrial bonds 
properly have not been favored by life 
companies. 

Wendell P. Coler of the American 
Central also advanced the view that 
companies should pursue a more nor- 
mal course as to investments and put 
some of their fear behind them. 


Promoting Socialism 


Mr. Coler voiced the opinion that 
governments should be held to provide 
the necessary degree of liquidity for a 
life company. ‘Whether,’ he sajd, 
“we, as the bulwark of the individual 
should go beyond buying enough gov- 
ernments to provide liquidity, is a ques- 
tion.” The companies, he added, have 
a social duty to the public and it is 
doubtful whether they should promote 
socialization by providing so much of 
the wherewithall for socialistic under- 
takings. 

Furthermore, he said, the life com- 
panies owe a duty to business. They 
should get some of the fear out of their 
minds. They should help bring back 
the bond market and aid business in 
getting over the depression. Life com- 
panies have a social duty to go ahead. 
He suggested a wise policy is to buy 
meee and wisely in good times and 
ad. 

Mr. Coler pointed out that all invest- 
ments are speculative, although in vary- 
ing degrees. He suggested that it was 
a mistake for companies to wait for 
salesmen to bring them securities. The 
companies should investigate the rec- 
ords of securities and then proceed to 
place their order. Securities, with pub- 
lished records of earnings and other 
data, are much to be preferred, he said. 


Little Data on Municipals 


One of the objections to municipal 
bonds is the paucity of data surrounding 
most of them. 

He also touched on the possibility of 
invesling in industrials. However, he 
pointed out there are very few attrac- 
tive mortgage issues among industrials. 
The field is very limited. The most 





potent argument of those in favor of 
permitting life companies to invest in 
stocks, he declared, is that it would per- 
mis them to diversify in the industrial 
eld. 

After buying securities, Mr. Coler said 
some companies make the mistake of 
putting them away and forgetting about 
them. The source of earnings, etc.. 
should be followed at least annually. A 
company should not hesitate to elim- 
inate securities when sound judgment 
indicates that their future is clouded. 

Many mortgage bonds, he pointed out, 
are so well protected that the investor 
would not suffer, even in reorganization. 
Therefore, there could be no objection 
to retaining them. A few years ago 
companies paid premium prices for such 
securities. Having satisfied themselves 
as to the value of these securities in 
good times, it might be well for the 
companies to acquire more of them. 

Two Canadians participated in the 
discussion and took issue with each 
other on one point. 





Simon Shannon of the Great West 
Life read a paper which had been pre- 
pared by F. D. MacCharles of that 
company. 

Mr. MacCharles cited the theory that 
because Canada had paid the interest 
on certain defaulted provincial bonds, 
this set a precedent for the guar- 
anteeing of all provincial bonds. 

V. R. Smith of the Confederation Life 
later arose to dispute that theory. He 
mentioned the implications of such a 
theory. If the bonds were to be guar- 
anteed, it would mean that the Canadian 
government would scrutinize all pro- 
vincial programs to prevent unsound 
adventures and financing. The provinces 
would never permit’ the Dominion gov- 
ernment to exercise such paternalistic 
power, he contended. 

Mr. MacCharles said there is a pref- 
erence for governmental and municipal 
securities in Canada and he believed 
that there is not likely to be any vol- 
ume of industrial financing in Canada 
in the near future. Old issues are being 





Group Annuity DataGiven 


R. A. Hohaus Reviews Experience in That Field, 
Offers Suggestions in American Institute Talk 





Valuable information and observations 
on group annuities were given by R. A. 
Hohaus of the Metropolitan Life, in a 
paper presented before the meeting of 
the American Institute of Actuaries in 
Chicago. Mr. Hohaus is a vice-president 
of the Institute. 

He estimated that in 1933 about $40,- 
000,000 was received by companies in 
this country for considerations under 
group annuity contracts. The record for 
1934 very likely will show a heavy in- 
crease. The business has had a remark- 
ably low termination rate, both as to 
volume of contracts which have been 
canceled and number of. employes who 
dropped out of the plan, although con- 
tinuing in service. 

Mr. Hohaus said experience has shown 
that the group annuity method is in- 
herently practical when it does not over- 
extend itself and attempt to provide 
something more than basic major bene- 
fits on a group basis. He said it is not 
desirable or sound to attempt to have 
a group annuity plan also function as 
a substitute for an unemployment bene- 
fit plan. 

He gave the results of a study of the 





WwW. P. COLER 





Metropolitan’s group annuity mortality 
experience for the four years ending 
1933. A study was made of amount of 
reserve released by death and was lim- 
ited to those annuities with no return 
at death. It showed that in 1930 the 
percentage of actual to expected reserve 
released at death was 81 percent; 1931, 
109 percent; 1932, 90 percent; and 1933, 
123 percent, the average for the four 
years being 103 percent. 

In age group 59 and under, the ratio 
was 86 percent for the four years; 60 
and over, 113 percent. 


Change in Interest Basis 


This study, he said, gives comfort to 
the hope that the combined annuity ta- 
ble will provide an adequate mortality 
basis for ages above 60. 

Except for teachers and ministers, the 
Metropolitan continues to use the com- 
bined annuity table as a mortality basis 
for group annuity rates. However, the 
possible desirability of strengthening the 
mortality basis is being kept in mind 
and studies to obtain more reliable in- 
formation are being made. In the mean- 
time, substantial reductions have been 





L. M. CATHLES 





minh 


closely studied, analyzed and evaluate 

Such issues escaped analysis in th 
days when there was a deluge of new 
financing. The industries in Canada 
he said, are not as seasoned as thoy 
in the United States and consequently 
their securities offer a higher yield, |, 
Canada the railroad investments are [in. 
ited to the Canadian National which js 
guaranteed by the government. In th 
United States, outside of municipals and 
other governments, the big investment 
has been in railroad bonds and powe 
companies. The outlook for both oj 
these industries is clouded. There js 
keen competition among buyers for gooj 
bonds and the result is that the yield js 
less than 4 percent. 


Capital Will Be Needed 


Mr. MacCharles said that taking the 

long term point of view, it is impossible 
to imagine that in growing, young 
progressive countries capital will never 
again be needed. When the demand for 
capital arises, he predicted that the yield 
on higher grade bonds will go up. Gov. 
ernment bonds may reach a point where 
the yield will not be regarded as 2t- 
tractive for the risk involved, small as 
the risk may be. High grade invest. 
ments, he said, should not be purchased 
for too long a term. 
_ Mr. Smith made the point that the 
investment of such a large proportion of 
funds in government, state and munici- 
pal bonds is a confession of failure of 
ability to analyze the investment mar- 
ket. There is a real danger to Can- 
adians in overloading on governments, 
he said. In Canada the law requires 
that these securities be carried at mar- 
ket value. In the future, when the de- 
mand for commercial funds develops, 
government securities may drop toa 
point where the yield is 4 or 4% per- 
cent. If so, the companies would be 
faced with the necessity of writing down 
the government bonds and taking the 
depreciation. 

Mr. Smith said there is much to be 
said in favor of purchasing sound pre- 
ferred and common stocks and industrial 
bonds. For instance he mentioned com- 
mon stock of banks that do not have 
preferred stock. 








made in the period for which present 
rates are being guaranteed. : 

He recalled that the Metropolitan 
changed its group annuity interest basis 
from 4 to 334 percent on July 1, 193%, 
and made a further reduction to 3% 
percent on Sept. 2 of this year. 

A loading of 10 percent of gross prt 
miums seems to be sufficient for ex 
penses for group deferred annuities and 
to leave some balance for contingencies, 
if careful selection of the type and 
amount of the coverage for the ind: 
vidual contract is exercised. 

Mr. Hohaus said the general adher- 
ence to standard types of plans is in the 
interest of policyholders as well as 0 
the company. Uniform practice brings 
savings in expense. Generally speaking, 
he said, the Metropolitan will no longe! 
issue a group annuity contract on a leve 
premium plan. If it were to make a qu0- 
tation on that plan, the rate basis woul 
be the combined annuity table, rated 
down one year with 3 percent interest 
and a loading of 10 percent gross. 

The commission scale is generally 
graduated by the amount of considera 
tion, he pointed out. He presented tw? 
different scales that are used. 

One scalé provides for 7 percent first 
year commissions on the first $20,000 © 
consideration received in a specific co™ 
tract year. On that portion of the com 

(CONTINUED ON PAGE 18) 
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)as its theme; the second annual conven- 


was held last week at Memphis, Tenn. 





| The attendants had one whole afternoon 
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Advertisers Hold 
Stimulating Meet 





ethods for Helping Agents to 
Sell Considered at 
Memphis 





ASSOCIATION EXPANDS 


New Officers Elected—Nelson A. White 
and Karl Ljung, Jr., Preside at Well 
Balanced Gatherings 


NEW OFFICERS ELECTED 


President—S. A. Swisher, Jr., Equitable 
Life of Iowa. 

Vice-president—D. Bobb Slattery, Penn 
Mutual Life. 

Secretary—J. H. 
Life of Iowa. 

Treasurer—C. C. Fleming, Life of Vir- 

nia. 
,— Committee —T. M. Rodlun, 
Acacia Mutual; C. T. Steven, Phoenix 
Mutual; J. M. Blake, Massachusetts Mu- 
ual; C. I. D. Moore, Pacific Mutual; J. P. 
Lyons, Manufacturers Life; R. C. Bud- 
long, Northwestern National, and Nelson 
A, White, Provident Mutual, 


McCarroll, Bankers 


By H. J. BURRIDGE 
With “Helping the man who sells” 


tion of the Life Advertisers Association 


President Nelson A. White, Provident 
Mutual, was in general charge, and Karl 
Lijung, Jr., Jefferson Standard, presided 
at several sessions as general program 
chairman. Starting from scratch at its 
organization meeting in Chicago last fall, 
the Life Advertisers Association has in 


one short year acquired 107 members 
representing 92 companies. The newest 
of the important life organizations, it is 
already fully developed, smooth running 
and thoroughly representative in its 
membership. 

Last week’s meeting was successful 
and stimulating, not only because of the 
high quality of material presented, but 
also because the papers or set speeches 
were scattered through the three days of 
the convention. The sessions were not 
too long or similar in their make-up. 


off for relaxation and sight seeing. 


Job to Sell Life Insurance 


Mr. Ljung, program designer, said in 
opening the convention, “Let us get so 
sales-minded that we will feel it is our 
job to sell life insurance rather than 
advertising it for sale.’ Mr. Ljung 
urged advertising managers to regard 
themselves as advertising agencies for 
the men in the field. 

J. A. Stevenson, home office general 
agent Penn Mutual, scored with his talk 
on advertising and selling, following which 
there was a review of the exhibits under 
the guidance of Thomas J. Hammer, 
Protective Life, exhibits chairman. At 
the second general session there were 
talks by John W. Murphy, Pan-Ameri- 
can, and Fred L. Fisher, Lincoln Na- 
tional. 

Most of the first afternoon was de- 
voted to round table discussions. These 
were closed meetings—for company 
members only. C. Sumner Davis, Provi- 
dent Mutual, served as chairman of the 
ordinary round table at which the speak- 
ers were Bert N. Mills, Bankers Life; 
oe H. Reddall, Equitable, N. Y.; 

elson A. White, Provident Mutual; J. 
Cc Lyons, Manufacturers Life; Charles 
D leming, Life of Virginia, and C. I. 

- Moore, Pacific Mutual. 

The industrial round table, presided 
over by C. S. Smith, National Life & 





Will Head Committee to 
Review Riehle Proposal 











FRANK H. DAVIS, Philadelphia 


Vice-president Frank H. Davis of the 
Penn Mutual Life heads the committee 
of the Association of Life Agency Offi- 
cers to consider the proposals made by 
President T. M. Riehle of the National 
Association of Life Underwriters on 
revamping agency setups. 








gathering of life advertisers. Those com- 
prising its program were Mr. Smith and 
E. M. Kirby, National Life & Accident, 
and Emmett Russell, Jr., Life & Casu- 
alty. Their subjects were “Radio as a 
sales promotion medium” and “Conser- 
vation on the debit.” 

(CONTINUED ON PAGE 18) 





Hospital Cover Reviewed 


G. W. Fitzhugh of the Metropolitan Life Describes 


Experiments in 


That Field, Basis for Fixing Rates 





An exhaustive survey of the develop- 
ments so far in the field of group hos- 
pitalization was presented before the 
American Institute of Actuaries at its 
mecting in Chicago by G. W. Fitzhugh 
of the Metropolitan Life, covering the 
experiments made along that line by 
hospital groups and individual employ- 
ers, together with a review of the ex- 
perience which is available for establish- 
ing rates on the plan recently put into 
effect by several companies that are 
writing this coverage in connection with 
group accident and health. 

He took up the recommendations made 


‘lin 1932 by the Committee on the Costs 


of Medical Care and particularly its rec- 
ommendation for the placing of general 
hospital service on a voluntary insur- 
ance basis, possibly through a coopera- 
tive hospital insurance plan with various 
hospitals participating. He then re- 
viewed the plans which have been put 
into effect by single hospitals or hos- 
pital groups in various cities. 


Hospitals’ Plans Reviewed 


“The financial experience under these 
various plans,’ Mr. Fitzhugh said, “so 
far as can be determined, generally seems 
to be reasonably favorable. However, 
the experience is too limited, and the 
benefits and fees of the different plans 
are too divergent to warrant very def- 
inite conclusions. One point to be re- 
membered is that these plans are one-year 
term contracts, so that large reserves are 
not necessary and the actual financial ex- 
perience can be approximately deter- 
mined each year. There are no hidden 
reserves to make an apparently success- 
ful plan in reality technically insolvent. 
Of course, reserves for chance fluctua- 
tions and epidemics should be main- 








“Above 


is a trusted counsellor. 


pany regulations. 


Independence Square 





Accident, was the first ever staged at a 





Better than anyone else in the office the ideal 
Cashier “knows the ropes.’ 
For the Agents his helpful- 
ness is without limit, while exacting respect for Com- 
He understands their pressure 
work, their case emergencies, and realizes the cash 
value of prompt and faultless service. Toward policy- 
holders and beneficiaries he is a master-diplomat. He 
and the old policyholder are friends, and he makes 
premium-paying a pleasure. He is a patient and lucid 
explainer of contract benefits and limitations. To the 
urgent request for loan or cash value help he responds 
with evident alacrity. He soothes the irritated and 
placates the hostile. To the bereaved he gives assur- 
ance of prompt relief, and smooths the way with clear 
instructions. His accurate reports go promptly to an 
admiring Auditing Department at the Home Office. 


Public Servant No. 1 in an Agency organization 
is such a Cashier. And although he receives little pub- 
lished acclaim from a Company’s Agency Department, 
its executives rate his worth as “above rubies.” 


THE PENN MUTUAL LIFE INSURANCE Co. 
WM. A. LAW, President 


Rubies” 


To his General Agent he 


Philadelphia 





tained, but these are of a different type. 
Another point to be considered in plans 
operated by the hospitals themselves is 
that no cash payments are promised. 
Benefits are provided in kind, and if the 
rate of hospitalization turns out higher 
than expected, the hospital merely has 
to provide more service than expected, 
but does not pay out any more cash to 
the subscribers.” 


Features of Group Coverage 


He then described the features of the 
group hospitalization coverage written 
by his company, the plans offered being 
in general substantially the same. The 
benefits are limited strictly to hospitali- 
zation, with no payment for operation, 
surgical, x-ray or doctor’s fee. Two 
types of benefit are provided, the first 
covering the actual charges for hospital 
room at not exceeding $3 a day, with a 
maximum of $200 in any year, and sec- 
ond, actual cost up to $15 for any one 
period of hospitalization, of anaesthesia, 
special laboratory service and operating 
room fee. 

It was not considered advisable to pay 
the entire cost of hospitalization but it 
is the belief that $3 will pay a substan- 
tial part.of the cost of semi-private rooms 
in most localities. Benefits are not paid 
for hospitalization lasting less than 24 
hours or resulting from self-inflicted in- 
jury while sane or insane. The cover- 
age is non-occupational and excludes 
pregnancy and its sequelae. 

The hospitalization insurance is issued 
only in conjunction with temporary dis- 
ability benefits and employes must sub- 
scribe to both forms of coverage or 
neither. They cannot carry either one 
alone. If hospitalization benefits are 
added to an existing temporary disability 
policy, at least 90 percent of the em- 
ployes carrying the latter must apply for 
the hospitalization coverage to make it 
effective. At the outset, at least, there 
must not be less than 250 eligible lives 
in each group, so as to provide a rea- 
sonable exposure. 


Bases for Determining Rates 


Data from various sources were used 
in determining premium rates for these 
benefits. The data collected by the Com- 
mittee on Costs of Medical Care give an 
adjusted hospitalization case rate for the 
general population of 63 per 1,000 ex- 
posed, with an average duration of about 
15 days. It reported, however, that if 
all those who really required hospital 
care actually received it, the rate should 
be 113.5 per 1,000. In collaboration with 
that committee, the Metropolitan made 
a study of costs of treatment for sick- 
ness and injury among members of its 
field force and their families for one year 
beginning with October, 1930, based on 
an exposure of 95,690 life-years. Each 
employe was requested to report each 
week all expenditures incurred by him- 
self and the dependent members of his 
family for any form of medical care, 
showing the sex and age of the person 
ill, the cause of illness and the type of 
service received. The lives studied rep- 
resent only the urban population and the 
income of the families was above the 
average for the general population. ‘ 


Results of Employe Survey 


Altogether there were 4,519 cases of 
illness requiring expenditures for hos- 
pital treatment, giving an annual rate of 
47.2 cases per 1,000 exposed. No figures 
were obtained for the duration of hos- 
pitalization, but the average expenditure 
per case was $69.14. The rate of hos- 
pitalization among adults was 50.7 per 
1.000 and among children 40.2 per 1,000. 
The rate for male adults was only 21.7, 
while for female adults it was 78.2 per 
1.000. Excluding puerneral conditions, 
the mean rate for females is reduced to 
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“Junior Premium Guarantor” Makes Sales! 














tract is a winner. 
commission dollars. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


50 UNION SQUARE 


Experience—in the form of sales—has proven that 
in the new Junior Premium Guarantor, Guardian 
Agents have an effective means of increasing in- 
terest in, and facilitating the sale of insurance on 
the lives of the junior partners in the home—sons 
and daughters ten years of age and older. 


Guardian men and women tell us that the con- 
It helps close sales . . . it adds 


ESTABLISHED 1860 


NEW YORK CITY 
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S. A. SWISHER, JR. 
S. A. Swisher, Jr., new president 


the University of Iowa in 1916. 








D. BOBB SLATTERY 





vice-president, is assistant to the agency vice-president of the Penn Mutual, 

President Swisher was born in Iowa City, Ia., in 1893 and graduated from 
After some newspaper experience and a year | 
with the Travelers home office, he joined the army and was a first lieutenant in 
the A. E. F. He joined the service section of the Equitable Life of Iowa in 1919 | 
and was soon placed in charge of sales promotion. In 1921 he was appointed 
assistant secretary. In 1929 he was named agency secretary. Since 1932 he has 
been assistant superintendent of agencies. 








Remodel Des Moines Hotel 
To Handle 1935 Convention 





The vigor and determination with 























The life insurance companies of America have successfully 
upheld the good name of this business because of their adher- 
ence to the broad principles underlying its successful opera- 

: tion. Individual representatives of these companies have suc- 
ceeded best when nothing has been allowed to besmirch the 
name of the institution they represent—when unfounded rumors 
designed to undermine the sales of competitors were neither 


heard nor repeated. 


Slanderous remarks bring question to the reputation of the 
person uttering them as well as his victim. When a life insur- 
ance man casts aspersions against another or against another's 
company, he creates distrust of himself and his own company 


as well. 


Busy Life Underwriters have no time for slander. This Com- 
pany's fieldmen are busy placing Pan-American protection, 
ever in demand throughout the Pan-American's territory of 


twenty-six states. 
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ORLEANS: 


PAN-AMERICAN LIFE INSURANCE CO. 


For Agency Information Address 


THEODORE M. SIMMONS 
Manager United States Agencies 








NEW ORLEANS, U.S.A. 


CRAWFORD H. ELLIS, President 








EDWARD G. SIMMONS, Vice Pres. & Gen. Mgr. 
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which Des Moines life insurance men 
have tackled the job of entertaining the 
1935 convention of the National Asso- 
ciation of Life Underwriters is evi- 
denced by the announcement from M. 
C. Nelson, general convention chair- 
man, that the Hotel Fort Des Moines 
has agreed to remodel its ball room fa- 
cilities so as to accommodate the Na- 
tional association program sessions in- 
side the hotel instead of forcing the 
convention to hold its sessions several 
blocks distant in a public auditorium. 
It is announced that the enlarged room 
will accommodate 1,400 persons at a 
convention session. 

President T. M. Riehle of the Na- 
tional association is especially gratified 
at this development, since it removes 
the only possible difficulty which was 
thought to lie in the way of Des Moines’ 
handling a national convention. Gen- 
eral Chairman: Nelson announces that 
ample funds for the entertainment of 
the convention are already on deposit 
in a bank. All convention committees 
have been appointed and are already 
functioning. 

M. L. Hoffman, assistant managing 
director of the National association, re- 
cently spent several days in Des Moines 
investigating the hotel facilities and go- 
ing over with local committees the en- 
tire setup of the convention and his re- 
port to President Riehle was completely 
enthusiastic. 

President Riehle has set as the goal 
for the 1935 convention two major ob- 
jectives: (1) The largest attendance on 
record; (2) the largest number of local 
associations represented and in attend- 
ance. 

Martin L. Seltzer is the Des Moines 
attendance chairman and has accepted 
both of these challenges from the na- 
tional president. 

A.. E.. Patterson of Chicago, national 
convention program chairman, is al- 
ready at. work on the program and 
promises not. merely a colorful pro- 
gram, but a program which will be re- 
membered as giving to life insurance 














and to the life insurance agent increased 


American Life Convention 





ST LOUIS, Nov. 8—The American 
Life Convention and the American Serv- 
ice Bureau have leased quarters in the 
Michigan avenue, Chicago, and wil 
the Shell Building here about Dec, | 
President H. K. Lindsley has been in 
St. Louis to confer with Manager C. B. 
Robbins of the A.-L. C. and Lee Nv. 
Parker, president of the American Serv- 
ice Bureau, in regard to the moving of 
the home offices. 

Offices on Two Floors 


The offices of the two organizations 


thirty-first floors of the Carbide & Car- 
bon building, while the Chicago branch 
office of the American Service Bureau 
will have space on the seventh floor. 
At present the Chicago branch office 15 
in the Fisher building. 

The headquarters of the American Life 
Convention were brought to St. Louis 
from Omaha, Nebr., in October, 1926. 
Prior to that time Chicago was vety 
seriously considered as the headquarters 
city, but St. Louis was selected as mort 
convenient to the membership as const! 
tuted at that time. Since 1926 the Con- 
vention has expanded its activities, s0 
that the elements leading to the selec- 
tion of St. Louis in 1926 no longer exist, 
and it was generally agreed that Chicago 
would prove more desirable. 


Weddell Seriously IIl 
T. R. Weddell of Chicago, associate 
editor of the “Insurance Field,” and edi- 
tor of the “Insurance Post,” is seriously 
ill at his home in Hinsdale, Ill. Mr. 
Weddell is one of the notable insurance 
newspaper men who has long been 4 
faithful and conscientious recorder © 
events. He recently celebrated his 70th 
birthday anniversary. E. M. Ackermat 
from the head office of the “Insurance 
Field,” a former secretary of _ the 
Illinois Insurance Federation, and at one 
time was insurance editor of the Chi- 
cago “Journal of Commerce,” has bee! 
assigned to the Chicago office during 





public acceptance. 


Mr. Weddell’s absence. 














of the Life Advertisers Association, is | 
assistant superintendent of agencies of Equitable Life of Iowa. D. Bobb Slattery, 











Novel 


Life Advertisers New Officers | . 
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hresh Out Charges Relief 


Agencies Force Surrenders 








JOINT MEETING IN DETROIT 











FERA Representatives Make Some Con- 
cessions—Results Considered Gen- 
erally Satisfactory 



















DETROIT, Nov. 8.—A joint meeting 
of life managers and welfare officials was 
held here to consider charges that the 
city welfare department, acting on in- 
structions from the Federal Emergency 
Relief Administration, has forced sur- 
render of policies having cash values as 
4 condition to obtaining welfare aid. 

About 20 industrial managers, headed 
by J. A. Blake and J. D. Kay, of the 
Metropolitan, attended. H. B. Thomp- 
son, executive secretary Associated Life 
General Agents & Managers and of the 
Qualified Life Underwriters, represented 
the ordinary agencies. 















Starrs Explains Method 





" W. J. Starrs, insurance specialist of 
the welfare department, explained the 
method of analysing insurance programs 
and said every effort is made to keep 
sufficient insurance in force in each fam- 
‘Vily to provide against contingencies. 
ant inf Where endowment or other higher pre- 
n1919f = mium forms are found it is recom- 
ointed mended that they be converted to whole 
1e has f = life, and where the total amount is more 
than necessary for reasonable protection 
——__— for the family, surrender is requested. 
) Indiscriminate surrender of insurance is 

n » never recommended, he explained. 






rters q Say Agents Better Informed 


The managers expressed themselves as 
pens being satisfied in the main with the 
“—® recommendations of the welfare depart- 

n the ment and the Life Insurance Adjustment 
North F@ Bureau, which analyses insurance pro- 
wil © grams for the FERA, but added that in 
“€s IF many cases the agents handling the busi- 
°C. 1 FF ness are better acquainted with the cir- 
“fh inf = cumstances of their policyholders than 
C. B. ) the welfare department could possibly 
e N.§% be. Welfare officials agreed that this 


erican 











ery: F | is often true and agreed to collaborate 
ig ot with the companies where there is con- 
siderable difference in the opinion of the 
welfare department and the company 
ions representatives as to the coverage. 
Lm & Advise Installment Payments 
ar: 
itl Another point advanced by the man- 
‘eit agers was that where there is a con- 
es siderable cash value in policies ordered 
ok surrendered, it would be advisable to 
have the proceeds paid serially rather 
Life f than in a lump sum, so that a dependent 
vik who has a cash value of perhaps $300 in 
996, — 2 Policy and is entitled to perhaps $30 
ery per month aid for his family could re- 
wad ceive the proceeds in installments over 
nn several months, rather than receiving 
sti the lump sum and being refused welfare 
eed aid until it was gone. The welfare execu- 
yal tives agreed to recommend this pro- 
- cedure, except where the lump sum is 
st oo for rehabilitation of the fami- 
go : 
E. G. Eklund, manager of the Life In- 
Surance Adjustment Bureau of the 
| FERA, traced its formation and setup, 
| Pointing out that it is composed of active 
te | ‘>@Surance men from three large life com- 
- | Panties and has the benefit of experienced 
ly | actuarial advice. 
i q om 
ce NEW HAVEN, CONN., PLAN 
ae ss 
_ NEW HAVEN, CONN., Nov. 8— 
-_ C. V. Granfield, for the past five years 
_ with the Prudential, has been appointed 
_ full-time insurance adviser for the city 
fi eeartment of charities, to determine 
; € cash or loan value of polcies held 


by applicants for municipal assistance. 


‘ 1s work in New Haven has hitherto 
a done on a part-time basis by Her- 
ert Burell, who has been appointed 














RECORDS 


Northwestern National Life—Arnold 
Month—observed each October’ by 
field men of Northwestern National Life 
in honor of President O. J. Arnold— 
turned out to be the company’s best 
month of 1934 to date and the best Oc- 
tober it has ever had in total new busi- 
ness produced. With a volume of $7,- 
062,131, the month beat the previous 
October record, set last year, by 8 per- 
cent, and was 12 percent better than 
any other month so far this year. A new 
mark also was established in the num- 
ber of agencies producing $100,000 or 
more in any single month. Nineteen 
were in the $100,000 class-in October, 
two more than the best previous record 
set in May, 1929. The White & Odell 
agency, Minneapolis, led the field with 
a total of $1,058272 of new business 
for the month. The Truman H. Cum- 
mings agency, Detroit, was second with 
$355,373, the A. W. Crary agency, 
Fargo, third with $341,932, and _ the 
Texas state agency, Houston, fourth 
with $319,342. 





* «6O* 


Reliance Life—Ten-month paid life 
business totals $32,362,239, an increase 
of 38 percent, while accident sales in- 
creased 37.6 percent. October life sales 
gained 53.6 percent and the accident gain 
was 45 percent. 

* 

Pacific Mutual Life—October was the 
largest month in volume of production 
of new life insurance since a year ago. 
Retirement annuity premiums for Octo- 
ber gained 35 percent while single pre- 
mium annuities increased 17 percent. 
Non-can disability premiums show a 64 
percent increase and commercial acci- 
dent premiums gained 78 percent. 

ee x 
National Life, Ia—October was the 
biggest month since April, 1931. 
* *K * 

Lincoln National—Ten months’ new 
paid business this year $110,769,100, 
against $68,778,900 in period last year; 
increase 61.1 percent. October new paid 
total $12,600,000, compared with $7,107,- 
700 in October, 1933; increase 81.9 per- 
cent. 


Guardian Life New Dividend 


Scale Shows Some Decrease 





The Guardian Life of New York has 
announced a new dividend scale for 1935. 
The principal change is a reduction of 
the interest factor to 4 percent, result- 
ing in a nominal reduction of dividends 
at the earlier policy durations, with a 
somewhat larger cut in the later policy 
years, where the interest factor is more 
of a consideration. 

Since the reduction is not a flat cut 

but an entirely new scale, it is difficult 
to arrive at an average percentage re- 
duction, but it is understood to be in 
the neighborhood of 10 percent. The 
rate of interest on proceeds left with 
the company will be 4%4 percent instead 
of 5 percent. 
The company showed a 61 percent 
gain for October, the twelfth consecu- 
tive month in which it has shown a 
gain. It is 46 percent ahead of the 
first ten months of last year. The re- 
cent 45-day campaign honoring Presi- 
dent Heye ran 109 percent of the quota 
in new lives and 137 percent in volume, 
establishing a new record in lives for 
any similar period in the company’s his- 
tory. 


Mrs. C. R. Boardman Dies 


Mrs. C. R. Boardman, wife of the 
president of the Wisconsin National Life 
of Oshkosh, Wis.. died Sunday of a 
heart ailment at the age of 68. Her 
father went to Oshkosh in 1856 and en- 
gaged in the wholesale grocery busi- 
ness. She married General Boardman in 





chief adjuster for the entire state. 





1888. 











Public Enemy No. 1 
Is Still At Large 


Police can't catch him. Jails won't hold him. 
He is entirely beyond the law, ready to 
strike you down. Public Enemy No. 1— 
“Disability’—still stalks the land, robbing 


men and women of incomes, homes, even 


their daily bread. 


The only real protection against the financial 


ravages—the consequent fear and worry— 
wrought by this Public Enemy is a NON- 
INCOME POLICY. 


Thousands of Business and Professional Men 


CANCELLABLE 


are protecting their incomes with Non-Can- 


cellable Income Insurance issued by the 


Pacific Mutual. 


THE OLDEST—THE LARGEST Insurance 


Company writing this type of non-cancellable 


coverage. 





Founded 1868 


acitic Mutual Life 
Jnsurance Company Sram 


Home Office Assets 


Los Angeles, California 


Over $198,000,000 
























LIFE INSURANCE EDITION 


November 9, 1 











Snapshots of Life Advertisers Meeting 








Miss Chlo Peterson, Business Men’s 
Assurance, and Miss Clara L. Noyes, 
Union Cooperative, constituted the femi- 
nine contingent. Both have a thorough 
grasp of advertising and publicity work. 

* * x 

L. M. Johnson, assistant treasurer Jef- 
ferson Standard, was an interested spec- 
tator. 

* * x 

Cc. I. D. Moore, vice-president Pacific 
Mutual, went to Memphis from Chicago, 
where he attended the Life Agency 
Officers meeting. 

3 Ee 

It was announced that the southern 
round table of the Life Advertisers As- 
sociation will be held in Richmond, Va., 
next April with John W. Murphy, Pan- 
American Life, as chairman. 

* * * 

A. A. McFall, vice-president Columbian 
National, attended some of the sessions. 
* * * 

At the opening session the associa- 
tion secretary, Bart Leiper, Pilot Life, 





read the names of all who had registered. 
As his name was called, each registrant 
arose, and in this way made himself 
known. 

* * 

The printed program evoked many 
encomiums. It was the work of C, 
Sumner (“Suds”) Davis, Provident Mu- 
tual. Bound in thick board backs with 
the new patented spiral process, loose 
leaf and of small pocket size, it was 
most modern in its appearance and 
makeup. It had a side index, blank 
pages for notes and a complete list of 
members and officers. It was written up 
in detail by one of the Memphis daily 
newspapers. 

* * * 

The chairs in the convention room 
were all placed before long tables, in 
this way making it possible for the dele- 
gates to take notes easily. 

* *K xX 

A telegram from Frank H. Davis, vice- 

president Penn Mutual, congratulating 
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the. association on its achievements..was. 
was read. 
* * * 

There was a total registration of 50, 

representing 40 companies. 
* * * 

Mrs. Clifford Elvins, wife of the ad- 
vertising manager of the Imperial Life 
of Canada accompanied Mr. Elvins. She 
has attended numerous gatherings of 
advertising men in the past. They were 
celebrating their 30th wedding anniver- 
sary last week. 

* * x 

Stewart Anderson, Penn Mutual, one 
of the veteran advertising men of the 
country, and beloved by the whole asso- 
ciation membership was unable to at- 
tend. He sent a telegram of regret 
which was read at the opening session. 

* * * 

The entire mezzanine floor of the Pea- 
body Hotel, convention headquarters, 
was occupied by the exhibits of adver- 
tising material of every description sub- 
mitted by 60 member companies. Thomas 
J. Hammer, Protective Life, was respon- 
sible for the arrangement and display. 
Those at the convention spent consider- 
able time examining the advertising 
products thus shown. 

* * xX 

Steve H. Turnbull, New York Life, and 
president of the Memphis Association of 
Life Underwriters, arranged the regu- 
lar meeting of his organization so that 
it might be held in the form of a joint 
luncheon with Life Advertisers. Mr. 
Turnbull opened the meeting with a 
short welcome, and then introduced the 
other officers of the Memphis association. 
Nelson A, White, Life Advertisers presi- 
dent, then took charge and presented 
the speaker for the occasion, C. C. Rob- 
inson, editor “Insurance Salesman,” who 
discussed “Advertising That Will Help 
the Agent.” 

* kK * 

Stephen A. Swisher, Jr., Equitable of 
Iowa, presided at the informal smoker 
held the first night. There was a pro- 
gram of entertaining vaudeville acts. 
The feature of the evening was an 
impromptu dancing contest. Bart Leiper. 
Pilot Life, was the winner. He amazed 
and delighted the audience with his ex- 
hibition of terpsichorean prowess. 

* * * 

Five Canadian members of the asso- 
ciation were on hand, they being J. P. 
Lyons, Manufacturers Life; E. A. Brock, 
Great West Life; Clifford Elvins, Im- 
perial; I, M. Gilbert, Crown Life, and J. 
P. Ferguson, London Life. An Ameri- 
can and Canadian flag were on the 
speakers’ platform at all business ses- 
sions. 

* K 

A group picture of the convention was 
taken. Most of the members intend to 
run it in their company house organs. 


W. J. Mack Is Now Installed 


New General Agent of the Northwestern 
Mutual Life at Cincinnati 
in Office 


W. J. Mack officially assumed his 
duties as general agent Northwestern 
Mutual at Cincinnati, last week. A 
luncheon attended by agency members 
and Grant L. Hill, director of agencies 
for the company; Merritt Mason, To- 
ledo general agent; William Reynolds, 
Dayton general agent, and J. W. Mc- 
Donald, field ‘audit depardment, Mil- 
waukee, was given. Mr. Mack suc- 
ceeds his father, M. W. Mack, who is 
retiring. 

Leo Lucas, president of the agency 
honor club, reviewed the elder Mr. 
Mack’s achievements, presenting him 
with a handsome suitcase on behalf of 
the agency. Mr. Hill gave an inspira- 
tional talk. W. J. Mack reported that 
business for the year to date showed 
an increase over the entire year 1933 
of 8% percent with paid business for 
the 10 months of 1934 $3,595,000, a 23 
percent increase. 

M. W. Mack, who is 60 years old, 
plans to leave shortly for a six months 
sepetion at his home in Tarpon Springs, 

a. 

The Mack agency plans to move to 
1204 Carew Tower, which is rapidly be- 
coming a life insurance center, in about 
two weeks. The territory of the agency 
has been enlarged by the addition of 





——— 
Philadelphia Agents, Trus, 
Men Hold Joint Gatherin 


NEW SALES OPPORTUNITIR 


Bank Officials Cite Income Tax Ep, 
Ruling, Increase in Estate Levy 
as Making Prospects 


For the preliminary meeting, th 
Philadelphia Life turned over its ref 
ular monthly Plico club luncheon. Me 
bers of the committee on cooperatio, 
with life underwriters fiduciaries asf" 
ciation were present. 


Jackson Maloney Chairman 


Jackson Maloney, vice-president Phil. f 
delphia Life, presided. He said that of. 
operation between trust companies anif 
life men in Philadelphia was “mosf 
comprehnsive.” G. E. Lloyd, trust 
ficer Pennsylvania Company and chai-f” 
man Fiduciaries Association cooperating” 
committee, said that in life insurane 
trusts the life agents and trust com 
panies each have a sphere, and “thef® 
there is a lane we both go down to 
gether.” 

He stated he was in favor of annuities 
but that where the balance was to g 
to a subsequent beneficiary it should b> 
placed under a life trust to eliminate anf” 
possibility of court action in event tl 
beneficiary became mentally or phys! 
ically incapacitated. He said trust com 
panies are accepting life trusts as lop) 
as $5,000 because many turn into si 
able estates, and it would be unfair ti 
discourage a man at the start of his lig 
insurance program. 

He cited a new field for sale of lit 
insurance in the recent ruling of tht 
government making executors liable fcr 
income tax errors by the testator ‘I 
the underwriter promotes this with hi 
client,” said Mr. Lloyd, “and brings t 
to his attention, he will take out a polf™ 
icy for income tax errors. The amoutf 
can be held for five years and then, if 
there are no errors, can be distributed 
among his beneficiaries.” 

W. B. Bullock, trust officer Prov: 
dent Trust Company, pointed out the 
much new life insurance must restl 
from the fact that economic condition 
have depleted estates and that mat} 
wills written in the past, and now hell 
by trust companies, must be brought w 
to date. He said that in 1932 ther 
was $100 tax on a $150,000 estate; tt 
day the tax is $5,200. “There is plents 
of room there for life insurance,” tt 
said. : 

Clifton Maloney, president Phile 
delphia Life, said that trust compamit 
in handling life insurance trusts, hart 
been of great value to the life insuranc 
institution. 








Adams, Brown and Clermont counties 
in Ohio, transferred from the Dayto! 
agency. 


Manager DeLapp Has Resigned 

A. A. DeLapp, Chicago manager “ff 
the General American Life, has tenderet 
his resignation. The company has 208 
yet announced his successor. Mr. Def 
Lapp started as an agent with the Mis 
souri State Life, which is now the Get 
eral American in the Chicago office wht! 
E. B. Thurman, now Chicago genefé 
agent of the New England Mutual, wef 
manager. He has made a success of ' fT 
work and has built up a good sales fore: } 
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Income Disability May Be Restored 


(CONTINUED FROM PAGE 1) 





again be more freely issued was also 
seen in the informal discussion of that 
topic. After several speakers had indi- 
cated they were flirting with the idea of 
putting income disability back in the life 
insurance show window, W. H. McBride 
of the National Life & Accident, said: 

“When the patient begins to pray, he 

js very sick or thinks he is. When he 
begins to cuss, he is convalescent or 
thinks he is. The fact that we are will- 
ing to dally with the idea of restoring 
income disability is clear evidence that 
prosperity is no longer just around the 
corner, but that it is rapidly approach- 
ing. 
Other topics also brought out spirited 
discussion. The matter of interest rates 
cropped up again and again. So far as 
investments are concerned, several actu- 
aries indicated the belief that the com- 
panies should pursue a bolder course and 
adopt a more normal policy. L. M. 
Cathles of the North American Reassur- 
ance suggested that a good policy would 
be to lay down a permanent investment 
policy and adhere to it in times of de- 
pression and prosperity. 

W. P. Coler raised the question of 
whether it is a good policy for the life 
companies to invest so largely in govern- 
ment securities, thus financing to a con- 
siderable extent socialistic undertakings, 
when those undertakings are so discord- 
ant to the fundamental principles of 
life insurance. 


W. F. Poorman Gives Report 


Mr. Phillips shared the stage as the 
presiding officer with R. C. McCankie 
of the Equitable Life of Iowa, who is 
one of the vice-presidents of the insti- 
tute. The other vice-president is R. A. 
Hohaus of the Metropolitan Life, who 
was not present. William F. Poorman 
of the Central Life of Iowa reported 
as secretary. He said 29 new associates 
had been admitted. 

Mr. Phillips introduced J. G. Parker 
of the Imperial Life of Canada, who is 
president of the Actuarial Society of 
America. Mr. Parker took a prominent 
part in the discussion later. 

Mr. Phillips, in his presidential ad- 
dress, advised the actuaries to keen their 
minds awake and receptive to new 
methods with which to recapture lost 
ground. He said in the life insurance 
business there has been a series of ex- 
perimental excursions, many of which 
are now regarded as stable and perma- 
nent. The forward movement must 
continue. Among steps that were re- 
garded as experimental at the time they 
were taken he mentioned guaranteed 
surrender value, incontestable clause, 
surance of women and children, in- 
Surance for impaired lives, disability, 
double indemnity, and non-medical, 
group and wholesale coverage and an- 
nuities with cash values. Then there 
were automatic premium loans, premium 
deposit funds, optional modes of settle- 
ment, estate options, and trust clauses. 
He warned against changing plans and 
Policies because of temporary pressure 
or temporary advantage. 


Institute as Laboratory 


The sAmerican Institute, he said, 
should be something of a laboratory and 
Proving ground. It might be expected, 
he declared, that the group of smaller 
and younger companies would have a 
high degree of uniformity in many par- 
ticulars having a bearing on mortality. 
It would be expected that they would 
show certain differences from the larger 
Companies, The experience of the 
smaller and younger companies might 
more closely parallel that of the Ca- 
nadian companies and a joint investiga- 
tion might be valuable. 

Intelligent medical selection, he de- 
clared, looms as the greatest potential 
Source of profit to the company. 1 

The non-medical field might profitably 
be investigated to determine useful and 
Proper limits as to amount, to study 





differences as between rural and city is- 
sues and payroll deduction plans. 

Investigation of disability experience 
with smaller companies should prove 
valuable, he contended. -So far as disa- 
bility is concerned, he said dissimilarity 
in benefits in underwriting and in claim 
practices offered the greatest difficulties 
in the past. Then there was the fact 
that the experience was of compara- 
tively short duration. A longer time 
has now elapsed and the study might 
well be informative at this time. 


Railroad Retirement Act 


Dr. R. B. Robbins of the Teachers 
Insurance & Annuity presented a paper 
on the railroad retirement act. Since 
the decision of the federal district court 
holding the retirement act unconstitu- 
tional was handed down after Dr. Rob- 
bins completed his paper, it was neces- 
sary for him to cover that phase of the 
situation orally. Even if the United 
States Supreme Court approves the deci- 
sion of the lower court, a modified bill 
will probably be passed by congress, he 
said. The lower court held the act un- 
constitutional, he recalled, on three 
grounds. In the first place the court 
held that the act presumed to cover all 
railroad employes, while thousands of 
them had no part in interstate com- 
merce. It requires a joint contribution 
to furnish pensions for those who have 
left the railroad service and it takes into 
account in calculating benefits, service 
of employes prior to the time the act 
went into effect. 

G. W. Fitzhugh of the Metropolitan 
Life presented a paper on group hos- 
pitalization benefits. 

Since Mr. Hohaus was absent, the 
paper he had prepared on group annui- 
ties was presented by another member 
of the Metropolitan actuarial depart- 
ment. 

The only discussion of previous pa- 
pers were in the form of contributions 
prepared by R. G. Stagg of the Lincoln 
National and Dr. Arthur Hunter of the 
New York Life. Mr. Stagg’s paper 
concerned the subject of reinsurance 
subject to lien. C. R. Ashman pre- 
sented a paper in Mr. Stagg’s behalf. 
Dr. Hunter’s paper was on the subject 
of rating of heart murmurs. 


Disability Discussion 


The discussion of disability was 
started by E. W. Marshall of the Provi- 
dent Mutual. The trouble in the past 
with this benefit, he said, was due to 
inadequate premiums, selection problems, 
improper claims, agency problems and 
company competition in generosity. He 
expressed the belief that most of these 
problems could be overcome, with a new 
start. 

There is no doubt that the inadequacy 
of premium could be overcome. He 
pointed out that this fault is remedied 
today, with the higher cost of the lower 
benefit. Over the years, he said, the 
disability clause of the Provident Mutual 
has been more than self supporting. 

As to selection, he said aside from 
certain groups and the over-insurance 
feature, the selection problems were not 
very great. Over-insurance is now well 
recognized and is being taken care of. 

Although improper claims are irritat- 
ing, he contended they are not a major 
problem. He admitted, however, that 
court decisions may create problems. He 
feels there have not been so many 
fraudulent claims and flagrant attempts 
to convert the benefit into unemployment 
insurance, as is commonly supposed. 


Agency Problem Persists 


He said the agency problem would 
still exist if the companies went back 
into the disability field. The problem 
arises for the reason that an agent is 
embarrassed, after making a strong sales 
talk in behalf of disability to have the 
case ceclined for disability benefits. 
After the agent has had two or three 
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experiences of this kind, he is likely to 
cease solicitation of disab ility. 

As to generosity in rate and extension 
of benefits into experimental fields, Mr. 
Marshall contended that the companies 
have learned their lesson. 

He said the pendulum may swing back. 
There is a certain social need for dis- 
ability and he expressed the belief that 
it is possible to issue it so the com- 
panies can come out even. 

S. C. Kattell of the Lincoln National 
mentioned the fact there is a sentiment 
among some of the smaller companies 
to reenter the disability field. This, he 
said, may be due to the fact that some 
of these smaller companies did not have 
a particularly unfavorable experience 
He contended that if this were 
true, they were possessed of insufficient 
evidence. He said the smaller compa; 
nies should profit by the experience of 
the large companies. The business is 
not old enough to be used for old age 
pensions, he contended. 


Traces Rise and Fall 


Mr. Kattell traced the rise and fall of 
disability since 1896. He concluded that 
while the benefits remained small, there 
was little trouble. As they were in- 
creased, the experience became increas- 
ingly bad. As an attempt to remedy 
the situation, rates were increased and 
selection was made more stringent. This 
caused selection against the companies, 
he contended. 

He said it would be a selling help 
if benefits could be reintroduced and of- 
fered freely. However, he expressed the 
belief that large benefits cannot be of- 
fered freely. Unless it is offered freely, 
he argued, it is more of a detriment to 
the agent than help. 

In 1928 40 percent of the Lincoln Na- 
tional’s new business was written with 
the disability clause. In 1929 the pro- 
portion was 30 percent, in 1931 it was 
18 percent. Then the company dropped 
down to the $5 benefit with many re- 
strictions and today only % of 1 percent 
of the new business by number contains 
the disability clause and only 14 per- 
cent by amount. 

Parker Is Opposed 


J. G. Parker of the Imperial Life ar- 
gued that although many things have a 
place in the social structure it doesn’t 
follow that it is duty of insurance com- 
panies to provide them. The job of the 
insurance companies is to do a life in- 
surance business. There is an inherent 
objection to disability business, he con- 
tended. By the very nature of the busi- 
ness, there must be disputes in the set- 
tlement of disability claims. Because of 
that necessity, the companies have cre- 
ated adverse advertising for themselves. 

J. C. Seitz of the Guarantee Mutual 
Life who was formerly actuary for the 
Security Life of Chicago, said the latter 
company had a one year waiting period 
which produced favorable experience. 

V. R. Smith of the Confederation Life 
took issue with Mr. Parker. He said 
that five or six companies in Canada 
did not cease issuing the $10 disability 
benefits. They are doing business profit- 
ably on this basis and believe it can 
be done profitably. Investigation was 
made of the disability methods followed 
in England. The companies there, he 
said, had been doing this business suc- 
cessfully and have been selling the bene- 
fit to risks that were regarded on this 
continent as hazardous. 


Principle in England 


In England, the basic principle is rec- 
ognized that disability should constitute 
indemnity insurance for loss of earned 
income. There is no difficulty if this 
point is kept in mind, he said. 

A representative of the Guardian Life 
said that his company is still issuing the 
$10 clause. Experience in 1933 and 1934 
has shown an improvement. Most of 


the difficulties ,with the benefit were of 
the companies’ own creation, he con- 
tended. They showed a profit for a few 
years after it was introduced and this 
encouraged them to liberalize the bene- 
fits and underwriting. Competition de- 
veloped as to clauses, rates, underwrit- 









Most Canadian Companies 
Alter Group Annuity Rates 


GO ON 3% PERCENT RESERVE 





Remain on Higher Scale Than Ameri- 
can Companies, Which Generally 
Are on 3% Basis 





Rates of most Canadian life compa- 
nies writing group annuities have been 
adjusted as of Nov. 1 to a 3% percent 
reserve basis with a rate guarantee pe- 
riod limited to five years. One company 
limits the amount of change in the rate 
which may be made at the end of the 
five-year period. The others make no 
limitation. Canadian companies employ 
non-participating rates, whereas in the 
United States stock companies as well 
as mutuals have rates which are high 
enough to allow for dividends or ex- 
perience credits. 

Most United States group annuity 
companies are on a 3% percent reserve 
basis, having changed from 33% percent 
Sept. 1 of this year. 


Interest Factor Important 


Since there has been no change in the 
mortality basis and the loading is prac- 
tically the same as before, it is impos- 
sible to state what the rate increase is 
in terms of average percentage, as it 
varies with the age of those included 
in the plan. Cutting the rate of inter- 
est assumption means a relatively much 
larger rate increase for the younger ages 
as compared with the older ages, be- 
cause of the greater importance of the 
interest factor. 

Some of the principal companies in 
this field dropped their interest rate as- 
sumption from 4 percent to 334 July 1, 
1933, although several others did not 
make this change until April 1 of this 
year. 

Another Change in Provisions 


Important alterations in the provisions 
for guaranteeing rates have also been 
made in the last 18 months. Until July, 
1933, rates were guaranteed for five 
years, with the further provision that 
any rate change thereafter would af- 
fect only new lives coming under the 
contract. After July, 1933, the guaran- 
tee period was made ten years instead 
of five, but at the end of that period 
the rates on all lives, new or old, would 
be subject to readjustment. 

Because of uncertainty as to future 
mortality, and- particularly future inter- 
est rates, the ten-year period was cut 
to five, but with the same provision for 
readjustment of rates on all lives at the 
end of the guarantee period. 








ing and even administration of claims. 
He said the Guardian Life was not above 
reproach. At one time it introduced a 
two year incontestable period applying 
to the disability clause. He told of an 
interesting case where a fraudulent case 
was presented the day after the incon- 
testable period expired. The Guardian 
Life was successful in landing the as- 
sured in jail for using the mails to de- 
fraud but he said he believed that the 
company cannot get off the claim. 

Probably, he said, benefits will have 
to be eliminated after a specified age to 
prevent the clause from being used as 
an old age pension. The bulk of the 
business has not yet passed through that 
stage, so the companies do not know 
what their experience will be. 


Thomson Succeeds Coler 


At the last meeting of the Indianap- 
olis Actuarial Club, Lloyd Thomson, ac- 
tuary of the Indiana insurance depart- 
ment, was elected president. Paul 
Moore, American Central Life, was 
elected vice-president, and Miss Clara 
Burns, Indianapolis Life, reelected sec- 
retary. Wendell P. Coler, actuary Amer- 
ye Central Life, is the retiring presi- 
ent. 
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Advertising Is Recognized 
Instrument of Production 





DR. JOHN A. STEVENSON TALKS 





Penn Mutual General Agent Tells Life 
Advertisers Association Value 
of Promotional Work 





Advertising is now recognized as a 
necessary instrument of production, said 
Dr. John A. Stevenson, home office gen- 
eral agent of the Penn Mutual Life, be- 
fore the Life Advertisers Association 
meeting in Memphis. - Before the de- 
pression it became evident that it was 
necessary to modernize life insurance 
merchandising methods to meet the 
competition of the innumerable prod- 
ucts and services being offered for the 
luxury or comfort of people, said Dr. 
Stevenson. After the banking crisis it 
was thought an ideal time for the com- 
panies to tell the public of their sta- 
bility, safety and their unquestioned 
contributions to public welfare and the 
maintenance of the nation’s economic 
structure during the depression. 

The results justified the expense of 
the advertising, declared Dr. Stevenson. 
Although the Penn Mutual advertising 
carries coupons for inquiries, the copy 
is written first of all with the idea of 
putting a real life insurance message 
across, and second to secure inquiries. 
The number of direct inquiries has not 
been determined as such an accounting 
is not satisfactory in judging actual re- 
sults. Of course there are a number of 
sales made that are directly due to the 
advertising, but they are in no sense 
the measurement of the direct results. 

National advertising is a means of cre- 
ating mass consciousness favorable to 
life insurance and the company. It is a 
means of convincing the reader of the 
necessity of placing life insurance pre- 
miums among the necessities in the fam- 
ily budget rather than in the surplus 
from which the cost of luxuries is met. 
Advertising plants the seed, fertilizes 
the ground but the agents must harvest 
the crop. Because of the advertising 
the harvesting is easier and the crop 
more plentiful. Agents have found 
that advertising facilitates entrance to 
prospects and creates a friendly atti- 
tude. Advertising is also effective in 
reinstating lapses, although actual sta- 
tistics are not available. It also strength- 
‘ens the agent’s morale and makes him 
more aggressive. 


Direct Mail Profitable 


Direct mail is closely interwoven with 
the national advertising and the book- 
Icts offered in the latter are also used 
by the agents in mail work. Dr. Stev- 
enson cited figures showing the returns 
from the direct mail which were highly 
profitable. 

Dr. Stevenson sounded a word of 
warning, saying he was fearful that if 
many other companies joined the na- 
tional advertising, the evil influence of 
competitive offerings will result. In- 
surance has earned the nation’s faith in 
its stability. Highly competitive ad- 
vertising, extolling a particular com- 
pany’s plans as the only good one, 
would be very confusing in the minds 
of the public. Severe competition might 
lead to exaggeration as in the advertis- 
ing of other businesses. Because life 
insurance must consider the interests of, 
policyholders and _ beneficiaries first, 
truth in life insurance advertising is-ab- 
solutely imperative. 

_ In discussing advertising in insurance 
journals, Mr. Stevenson said, “The ad- 
vertising manager who does not prop- 
erly assess the worth of insurance jour- 
nal advertising, because of ignorance of 
the reach of these journals and of their 
visible and invisible influence, deprives 
his company and its agents of what is 
most valuable.” Dr. Stevenson said he 
has found that experienced advertising 
Managers are occasionally unaware of 











Life Advertisers Meet 
Winners Are Announced 











The Provident Mutual Life won first 
prize for the best exhibit record at the 
Life Advertisers Association meeting in 
Memphis. The Connecticut Mutual Life 
was second, followed by the Yeomen 
Mutual Life. In his comment as chair- 
man of the exhibit committee, T. J. 
Hammer, Protective Life, pointed out 
the wide variety of ideas and ingenuity 
used in preparation of the advertising 
material displayed. There is a marked 
tendency to improve the stereotyped 
form of financial statements by use of 
simple language and effective charts and 
symbols. Fifty companies were repre- 
sented in the exhibit. The general list 
of exhibit winners is given below, fol- 
lowed by the winners in the various 
classifications: 


General List of Winners 


1, Provident Mutual Life; 2, Connec- 
ticut Mutual Life; 3, Yeomen Mutual 
Life; 4, Imperial Life of Canada; 5, 
Equitable Life of N. Y.; 6, Pacific Mutual 
Life; 7, Reliance Life; 8, Northwestern 
National Life, Penn Mutual Life; 9, Cen- 
tral Life of Iowa; 10, Abraham Lincoln 
Life, Jefferson Standard Life; 11, United 
Mutual Life; 12, Equitable Life of Iowa; 
13, Massachusetts Mutual Life; 14, Provi- 
dent Life of N. D.; 15, Connecticut Gen- 
eral, Dominion Life of Canada, Acacia 
Mutual Life, London Life; 16, National 
Life of Vermont; 17, Life Insurance 
Company of Virginia; 18, National Guard- 
ian Life, Monarch Life. 

Insurance Journal—i1, Central of 
Iowa; 2, United Mutual; 3, Yeomen Mu- 
tual. 

Statement—1, Yeomen Mutual; 2, Con- 
necticut Mutual; 3, Equitable of New 
York, National Guardian, Provident Mu- 
tual. 

Magazine—1, Penn Mutual; 2, Equita- 
ble of New York; 3, National of Vermont. 

Newspaper—1, Provident Mutual; 2, 
Imperial Life; 3, Dominion Life. 

Booklets—1, Provident Mutual; 2, Lon- 
don Life; 3, Imperial Life. 

Folders-Leaflets—1, Equitable of New 
York; 2, Pacific Mutual; 3, Provident Mu- 
tual, Jefferson Standard Life. 

Publications to Agents—1, Connecticut 
Mutual; 2, Reliance Life; 3, Connecticut 
General. 

Publications to Policyholders—1, Im- 
perial Life; 2, Massachusetts Mutual; 3, 
Provident Mutual. 

Sales Promotion—1, Connecticut Mu- 
= 2, Yeomen Mutual; 8, Acacia Mu- 
ual. 

Direct Mail—1, Northwestern National 
Life; 2, Reliance Life; 3, Provident Life 
of N. D. 

Conservation—1, Pacific Mutual, Abra- 
ham Lincoln; 2, Life of Virginia; 3, 
Monarch Life, Provident Life of N. D. 

Other Advertising Material—1, Provi- 
dent Mutual (Radio); 2, Equitable of 
Iowa (Policy Jackets); 3, Jefferson 
Standard (Greeting Cards). 

Special honorable mention was given 
the Jefferson Standard for its conserva- 
tion plan used with agents. 








the broad influence that the insurance 
journals of even moderate circulation 
has upon the welfare of the business. “I 
have found him to be looking at adver- 
tising rates with an eye that could not 
see the real breadth of the insurance 
journal advertising. The insurance 
journal editors and publishers are our 
very best friends. They deserve to be 
supported for that service.” 


Knocks Out Pro Rata Clause 


The Illinois supreme court has denied 
the Great United Mutual Benefit Asso- 
ciation an injunction to restrain Insur- 
ance Director Palmer of Illinois from 
putting into effect his order directing 
mutual benefit concerns to discontinue 
the use of the pro rata clause. The 
clause in question provides for payment 
of benefits during any month from the 
benefit collections during the same 
month, plus any excess, if there be any 
in the excess benefit fund or from an 
equal fund taken from the guarantee 
fund. Should the benefit collections in 
any one month exceed the amount of 





benefit claims during the same month, 


then the excess was to be held in re- 
serve to be paid out when the benefit 
collections were insufficient to pay the 
claims during any month. 

Mr. Palmer served notice upon the 
mutual benefit concerns that the pro 
rata clause had been disapproved by 
the attorney-general, that it was illegal, 
ultra vires and void. 

The supreme court held that the ef- 
fect of the pro rata clause is to make 
the insured a co-insurer with all others 
suffering a loss during the same month 
and to this extent it becomes purely a 
gamble. 


May in Charge at St. Louis 


During the illness of C. L. Byars, 
St. Louis manager of the Travelers, S. 
May, assistant superintendent of 
agents, is in charge of the agency and 
will remain there until Mr. Byars is 
able to resume his duties. 





Inter-Agency Contest Is 
Waged by Franklin Life 


An inter-agency contest started by the 
Franklin Life of Springfield, Ill, Oct. 
15 to run to Nov. 30 has developed all 
the earmarks of a friendly battle royal. 
Agencies were matched with opponents 
of equal strength; agency quotas as- 
signed and cash prizes offered to both 
winners and losers provided they made 
their quotas. Challenging letters and 
telegrams were exchanged between op- 
ponents with enthusiasm and even con- 
siderable warmth. Individual agents 
sought personal contests with men in 
opposing agencies as home office daily 
reports of contest standings fanned the 
flame of agency pride. The effect on 
production was immediate and stimulat- 
ing, and appears to grow more favorable 
as the contest proceeds. 

It is expeected that many records will 
be broken in the campaign. 
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Juvenile Policies Get 
More Business -- Now 


®@ An interesting development in our new Juvenile 
Policy program is reported by State Life Agents. 
They find that the Juvenile policies open up a wide 


range of desirable prospects—children and adults. 


© These new policies afford an effective Approach. 
The alert Agent develops the interview to suit the 
circumstances. If practicable Juvenile policies are 
written, on the Twenty Payment Life and the 
Twenty Year Endowment plans, at ages from one 


day to insurable age nine. 


© Favorite secondary prospects are the father, 
who may be inadequately insured, and the mother 
who may have no life insurance. 


dren several standard policies may be written. 


® This new Juvenile policy program is compre- 
The policies have the standard policy 
“Applicant Insurance” on the life of 
the parent. or other applicant may be included 
The entire program spells 
added opportunity for State Life Agents. 


opens the way to more business — now. 
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Raising the Standards of the Field 


THE impression gained at the meeting 
of the AssocrATION OF LiFE AGENCY OF- 
FICERS and Lire INSURANCE SALES RE- 
SEARCH BUREAU is that whatever may be 
done individually or collectively by the 
companies to improve the character of 
the field force will not be as thorough- 
going as President T. M. RiEHLE of the 
NATIONAL ASSOCIATION OF LiFE UNDER- 
WRITERS may desire. The companies gen- 
erally do not seem to be in a mood to 
embark on a course of wholesale firing of 
agents or holding down the number of 
new men taken into the business to a 
point far below the present level. 

That does not mean that there is not 
a general appreciation on the part of 
the companies of the injustice to the 
. loyal, established agents of the compe- 
tition from those who are not in the 
business seriously. Furthermore, the 
companies are coming more and more 
to appreciate that profits come from 
quality business and quality business 
comes from good agents. Many com- 
panies already have acted in accordance 
with that conviction and have stricken 
undesirable agents from the list. The 
total number of agents in the country 
is estimated as being somewhat less 
this year than it was last. 

The attitude of the self reliant is that 
they demand an unrestricted market for 
their talents, asking no quarter in com- 
petition. Such a philosophy, however, 


is difficult to hold in a line in which 
persons are exhorted and wheedled to 
enter the competition in large numbers 
and then are permitted to stay long 
after they would have been removed 
from a more closely controlled sales 
organizations. Therefore, the full time 
agent can scarcely be accused of whin- 
ing in presenting his grievance. 

Many considerations are involved 
and the problem is most complex. The 
job of selling insurance cannot be con- 
fined to a limited number of nice agents 
doing business with a limited number 
of nice people. All classes of the pop- 
ulation must be covered and agents of 
varying degrees of social and educa- 
tional background are needed to cover 
the field. Undoubtedly much relief will 
come if the companies would cease to 
take long chances with men with a rec- 
ord of failure and with other character- 
istics, militating against success. There 
would also be relief if the companies 
would remove men who give little in- 
dication of success after a reasonable 
try out. 

Although Mr. RIEHLE may be disap- 
pointed in the results of his propaganda, 
it is likely that here and there, without 
dramatics, decisions will be affected by 
the agitation he has started and im- 
provement may come gradually and 
probably imperceptibly until totals are 
compared year by year. 


Salutations to William BroSmith) 


TuHIs week WiLt1AM BroSmITH, senior 
vice-president of the TRAVELERS, celebrates 
his 80th birthday anniversary. There 
is no one in the entire realm of insur- 
ance that has contributed any more than 
Mr. BroSmitH to the business in vari- 
ous lines. He is connected with an or- 
ganization that writes all kinds of insur- 
ance, life, fire and casualty in their vari- 
ous ramifications. 

Possessed of a keen, alert, stimulating 
mind, being always aware of the danger 
of traveling too fast and yet not hold- 
ing back the procession, he has been a 
safe leader. His advice has often been 
sought because of his long experience 


and profound knowledge of law and its 
application to insurance. Aside from 
his own profession, Mr. BroSmitH is 
eminent in outside activities. If he were 
in college he would be called “promi- 
nent in extra curriculum activities.” 

Mr. BroSmITH possesses those human 
qualities that endear him to those who 
come in contact with him. He has al- 
ways seen the brighter side and the 
humorous phases of life. He has been 
privileged to live a long and full life, 
abundant in freshness and revivifying 
elements. The congratulations and best 
wishes of all in the insurance business 
go with him. 





PERSONAL SIDE OF BUSINESS 





Col. Joseph Button, former Virginia 
commissioner, was entertained at a birth- 
day party in his honor at the home of 
his nephew, C. B. Coulbourn, actuary of 
the Virginia department. The colonel 
was non-committal as to just how old 
he was but T. H. Bigger, chief clerk in 
department, let the cat out of the bag 
when he informed the guests that he 
himself had reached the three score and 
ten stage and that he was just a year 
older than the colonel. 

J. A. Hawkins, agency manager, and 
Russell S. Moore, assistant agency man- 
ager for the Midland Mutual Life, are 
making a wide swing around the circle, 
visiting agents in 11 states. They spent 
October in the field and will be out most 
of this month. The Midland Mutual re- 
ports that its business is 28 percent 
ahead for the first nine months of this 
year. 

V. R. Smith, general manager and 
actuary of the Confederation Life of 
Toronto, was warmly greeted in Chicago 
last week, where he attended the meet- 
ing of the American Institute of Actu- 
aries. He has had a siege of illness, 
which incapacitated him for about eight 
months. Only about three weeks ago 
he was pronounced fit. He is most 
popular and is well known in the United 
States. 

J. P. Zimmer, superintendent of the 
Prudential in Milwaukee No. 2, is ob- 
serving his 35th anniversary as a repre- 
sentative of the company. He has had 
charge of the district since 1908. 


Garfield W. Brown, Minnesota insur- 
ance commissioner, state fire marshal, 
member of the state commerce commis- 
sion, member of the state compensation 
insurance board, president of the Nation- 
al Convention of Insurance Commission- 
ers and a colonel in the national guard, 
never has any trouble keeping busy. 

In these times there is enough in the 
insurance commissioner’s job alone to 
keep a capable man overworked much 
of the time. But to have three or four 
other man-sized jobs saddled on him 
has been Mr. Brown’s fate. In addition 
to his insurance duties, which have in- 
volved many trips in connection with 
commissioners’ convention activities and 
making frequent addresses before state 
and national gatherings, he recently had 
to respond to militia call during strike 
troubles in Minnesota and as a member 
of the state commerce commission, is 
now sitting in on a hearing of charges 
against officials of two of the largest 
bank holding companies in the middle 
west. 

A bronze tablet to the memory of the 
late Young E. Allison, former editor of 
the “Insurance Field,” was unveiled at 
the public library of Henderson, Ky. 
Mr. Allison’s grandson, Young E. Aili- 
son, IV., unveiled the marker. 


W. B. Pace, 77, of Louisville is dead. 
He had been in life insurance in Ken- 
tucky for more than 40 years. He was 
with the Mutual Life of New York as 
executive special agent for many years 
and later was Kentucky and Indiana 
general agent of the Manhattan Life. 
Previous to his recent retirement, he 
was for eight years Kentucky manager 
of the Equitable Life of Iowa. 


Col. O. D. Clark, secretary of the 
National Life of Vermont, was feted at 
a luncheon in Montpelier celebrating his 
50 years of service, being the first em- 
ploye of the 84 year old company to 
reach that mark. Colonel Clark joined 
the National Life in 1884 to help out 
temporarily but it turned out to be a 
lifetime job. He was made assistant 
secretary shortly after he joined the 
company and was promoted to secre- 
tary in 1899. Colonel Clark hired the 
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COL. 0. D. CLARK 


company’s first woman _ stenographer 
and at the luncheon he displayed the 
first typewriter which the company 
owned which he had purchased. Col- 
onel Clark then told of the development 
of the company during his career from | 
$3,000,000 in assets to $150,000,000 and © 
from $14,000,000 insurance in force to — 
$500,000,000. E 
Colonel Clark was born in 1855 at 
Montpelier. He graduated from Am. |) 
herst college in 1876. 


Insurance Commissioner William A. 7 
Sullivan of Washington and Miss Marie | 
Elizabeth McAleer were married last | 
week at St. James Cathedral in Seattle, © 
the ceremony being performed by Rt. © 
Rev. Monsignor Stafford. 

The commissioner and his bride left 
immediately on a honeymoon trip and 
expect to return to Olympia Dec. 15. 
They will first visit San Francisco, Mr. 
Sullivan’s former home, then Los Ange- 
les and go from there to New Orleans, 
where a special meeting of the 17 west- 
ern commissioners is to be held. From 
there Mr. and Mrs. Sullivan will go to | 
St. Petersburg, Fla., where he will par- | 
ticipate in the National Convention of | 
Insurance Commissioners meeting. Com- | 
missioner Sullivan is a member of the | 
executive and the valuation committees © 
of the national convention. 


Commissioner Sullivan and his bride | 7% 


were entertained by insurance execu | 
tives and his staff with several dinner |7 
parties prior to their marriage. : 


S. B. Streety, New Orleans manager 
of the Massachusetts Protective, has re- | 
ceived from the war department a silver 3 
star medal “for gallantry in action” dur- 


ing the world war. He served with the | 
marines and participated in fierce fight- | 
ing in the vicinity of Belleau Wood, 
Soissons and the Aisne-Marne sector. 
He has received the medal of the Pur- |/ 
ple Heart and the French Fouragere and | 
Croix de Guerre with star and palm. | 


President H. A. Behrens of the Con- 
tinental Casualty and Continental Assut- 
ance of Chicago, chairman of the insut- 
ance division of the Illinois Chamber 
Commerce, is to be one of the speakers 
on the program at the annual meeting 
of the Life Presidents Association it f 
New York next month. 

Members of the Columbus, O., agency |= 
of the Massachusetts Mutual tendered 
dinner to Fritz A. Lichtenberg, general : 
agent, who on Nov. 1 completed . 3 
years’ service with the company. 
started as a general agent in ernie i 
in 1904 and went to Columbus in 190% 7 
Vice-president J. C. Behan represented | 
the home office. Mr. Lichtenberg ha 
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— served both as president and secretary | an officer and director since its organ- 


e Ohio Association of Life Under- 
wend and was the first president of 
he Columbus association. 


L. Loomis, president Connecticut 
Mutual Life, following a tour of Texas 
agencies, spent three days at Aransas 


Pass in tarpon fishing, with satisfactory 


esults. 


E, J. Bremer, superintendent at EI- 
mira, N. Y., for the Prudential, was hon- 


ored at a testimonial dinner in recogni- 
‘on of his 20 years of service. 




















William BroSmith, vice-president, gen- 
eral counsel and senior director of the 
ravelers, celebrated his 80th birthday 
anniversary Thursday. He has been a 
lawyer for almost 60 years, having been 
admitted to the bar in New York in 
1876, when he was 22 years of age. 
He went to Hartford in 1895, starting 
as an attorney for the Travelers. He 
is a former president of the Association 
of Life Insurance Counsel, which he 
helped to organize, International Asso- 
jation of Accident & Health Underwrit- 
ers and the International Association of 
asualty & Surety Underwriters. He 
has represented insurance on many im- 
portant occasions, especially when legal 
questions were discussed. 





In honor of Francis P. Sears, presi- 
dent, the field organization of the Colum- 
bian National Life celebrated his birth 
month, October, with a special drive 


grapher 
yed the 
ompany 
E Col- *) 


ization in 1902, and in November, 1933, 
he was elected president to succeed the 
late A. E, Childs. When the campaign 
closed the field force had written more 
new life insurance than in any other 
month since 1931 and the increase over 
October, 1933, was more than 50 per- 
cent. 


J. J. Hughes, Des Moines general 
agent Northwestern Mutual, who has. 
been Iowa director of the National 
Emergency Council, has been appointed 
supervisor of all federal emergency or- 
ganizations in Iowa. He is to serve as 
chairman of a committee of state rep- 
resentatives of the various federal agen- 
cies, looking towards closer cooperation 
in such activities and also as liaison of- 
ficer between the federal agencies and 
the state emergency administration. 


W. A. White of Newark, New Jer- 
sey general agent of the John Hancock 
Mutual Life, has just completed 31 
years of continuous service with the 
company. His agency shows a large 
increase in paid-for business over last 
year. 


R. E. Sweeney, president State Life 
of Indiana, has returned from a trip to 
the west coast, visiting a number of the 
company’s general agencies. 


Allen F. Lockwood, in charge of the 
New York Life office in Watertown, 
N. Y., has been elected treasurer of the 












































age Stor new business. Mr. Sears has been ! Watertown Rotary Club. 
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PReport on Pacific National} Two Life Companies to Join 
> Three Departments Make Convention! American Savings Life and the Sentinel 
ed last 7 Examination of the Salt Lake Life of Kansas City Soon 
Seattle, City Company Will Merge 


by Rt | 
ide left | 





The Utah, Idaho and Montana depart- 


‘ip and jments have made a convention examina- 
ec. 15, magtion of the Pacific National Life of Salt 
:0, Mr. Lake City. The report says that the 


company has been directed carefully, 
conservatively and with good business 
judgment. The examiners say that the 
officers and directors are men of sub- 
stance, integrity and standing. The 


Ange- 
rleans, 
? west: § 
From @ 


go to F and stat 
af oe home office organization is competent 
ion of © and well organized and the overhead ex- 
_Com- |mpenses are kept within conservative 


limits, 


of the | 
On Sept. 1 of this year, the policy- 











Steps are now proceeding for the mer- 
ger of the Sentinel Life and the Ameri- 
can Savings Life, both of Kansas City. 
A hearing was given this week before 
Insurance Commissioner O’Malley of 
Missouri at which the proposal was pre- 
sented. R. S. Tiernan is the main fac- 
tor in the two companies. It is pro- 
posed to call the new company the 
American Savings. Mr, Tiernan is to 
be president of the combined company 
and J. T. Mayall, the present vice-presi- 
dent, will continue. D. Sharpe is secre- 
tary and treasurer. The office will be 
in the American Savings Life building. 

The American Savings has upwards of 
$11,000,000 insurance in force. It has 
$1,179,949 assets, capital $270,000, net 
surplus $273,473. 

The Sentinel Life has assets of $1,- 
196,320, capital $300,000, net surplus 
$15,328. It has about $9,000,000 insur- 
ance in force. Mr. Tiernan is acting 
president and is also a vice-president. 
Mr. Mayall is a vice-president. It has 
been getting rid of much of its non-can- 
cellable accident insurance. 





























nittees | 

Mholders’ surplus was $847,061. This 
bride | M@Mount, the report says, is considerably 
execu- | more than twice the amount of all the 
dinner | liabilities and reserves. The report says, 

> Our examination reveals that the €om- 

>pany measured by strictest standards, to 
anager | be solvent to an almost unprecedented de- 
as re- | wStee, a degree of solvency that needs no 
silver | wUalification and places the company in 
” dure fn enviable position as respects suffi- 
th the | clency and soundness of capital struc- 
fight | ture upon which to base a greatly en- 
Wood, | 2tged future assumption of life insur- 
sector, fagence. 
. Pyr- Carl R. Marcusen is president of the 
-e and | me acific National. 
ulm. [7 ‘ 
“ae National Thrift Changes 
me : Rin National Thrift Assurance of 
insut- I ies re two changes in the 
per of PE ‘ial lineup. P. A. Lyck has resigned 
-akers Pa i hee and secretary and Carl 
seting # Sac appointed superintendent 
on if 

Liquidate Mid-State Life 

zency |e Circuit Judge Lyons of Marshall, Mo., 
dered Fas ordered the dissolution of the Mid- 





neral patate Life of Marshall, a small mutual 











The two companies are combining for 
purposes of economy and greater effi- 
ciency in operation. 





Officers Active in Drive 
of Jefferson Standard Life 


Jefferson Standard home office offi- 
cials are taking to the field following a 
custom inaugurated last year, in an 
effort to add enthusiasm to the annual 
campaign in honor of President Price’s 
birthday Nov. 25. 

Joseph M. Bryan, secretary, will cover 
the Texas and Oklahoma territory with 
H. T. Childre, superintendent of agen- 
cies. 

A. R. Perkins, agency manager, will 
cover the northern territory. M. 
White, superintendent of agencies, is 








d 30 company, organized in 1930. The court 

He acte On a petition filed by Superinten- 
field Fageent O'Malley, who alleged that the 
1909. ¢ Ompany is insolvent, W. T. Bellamy. 
anted farshall attorney, will act for the de- 
- has partment in liquidating the company. 





visiting North and South Carolina. R. C. 











SQ-1 





OW and then, through long 

use, a code number takes on 
more significance than the title it 
represents. 


Technically, Form SQ-1 is the 
designation for State Mutual’s 
form known as “Report of Service 
Calls on Old Policyholders.” Ac- 
tually it is more than that. It is 
one of the finest soliciting docu- 
ments in use today, devised to 
work a potent source of new 
business. 


Sales aids for various types of 
solicitation are an important part 
of the cooperation State Mutual 
offers to the salesman. 
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Fort Wayne, 





Price, superintendent of agencies, has 


An old man’s greatest power lies 
in a well-filled pockethook. Such 
power for old age can be built by 


the Five Star Annuity, a plan in 
the portfolios of field men of 
THE LINCOLN NATIONAL LIFE 
COMPANY of 





It provides: Life income=-ecash 
options=—elective retirement 
ages=insurance protection= 
guaranteed rates. Past records 


prove its saleability. .« « « « « « 


Indiana. 
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been assigned the Georgia and Florida 
territory. Karl Ljung, Jr., assistant sec- 
retary, will visit offices in Tennessee, 
Arkansas and Kentucky. E. C. Kling- 
man, superintendent of agencies, is now 
in the field and will also cover parts of 
Tennessee, Alabama and Mississippi. 

Special sales ideas and also merchan- 
dising plans have been furnished the 
field to present to prospects during the 
big drive. Field representatives are very 
enthusiastic over plans for additional 
business, not only because of the fact 
that they are honoring President Julian 
Price, but because the company made 
another gain in insurance in force during 
the third quarter of this year. 


1935 Dividend Distribution 
to Approximate $33,500,000 


The dividend distribution to policy- 
holders of the Northwestern Mutual 
Life in 1935 will approximate $33,500,- 
000. This sum is more than $3,000,000 
higher than in 1934. Total dividends 
distributed to policyholders from 1929 
through 1935 will amount to more than 
$281,000,000. 

In the more than 75 years it has 
been in business, the Northwestern Mu- 
tual has issued over 2,500,000 policies 
and has received from policyholders in 
premiums more than $2,477,000,000. It 
has paid to policyholders and benefi- 
ciaries over $1,940,000,000. New insur- 
ance sold the first nine months of this 








year increased 23.8 percent over the 
same period in 1933. 


Revoke National Aid’s Certificate 


LANSING, MICH., Nov. 8.—The 
Michigan insurance department has 
won its fight to terminate recognition 
of the National Aid Society of Spring- 
field, Ill, by the department of state, 
when the latter department revoked a 
certificate granted the society two 
months ago as a “non-profit corpora- 
tion.” 

The National Aid had been soliciting 
memberships in Michigan for some 
months, both by mail and by unauthor- 
ized agents, when it made application 
to the secretary of state for a certifi- 
cate of authority under the non-profit 
section of the corporation law. As soon 
as the insurance department learned of 
the state department’s action protest 
was filed, resulting in a call for a hear- 
ing as to why the certificate should not 
be forfeited. No one appeared for the 
society. 


Report on Great Republic 

H. A. Benjamin, California deputy 
commissioner and conservator for the 
Great Republic Life, reports that all 
claims up to Aug. 31 have been paid 
under court orders. 

Hearing on the liquidation petition 
has been set for Dec. 3. Should the pe- 
tition be granted the California depart- 
ment would be in a position to enter- 
tain offers for reinsurance or to re- 





Men 


of Action 


“Congratulations, President Ayres!” 
Central Life’s Field Force said it 
with applications during October, 
set aside to honor the 18th anniver- 
sary of Geo. N. Ayres’ connection 
with this company. 


CENTRAL LIFE 
Assurance Society 


{MUTUAL} 
DES MOINES 





habilitate the company. It is understood 
that two reinsurance offers have been 
made by substantial companies. 


Drake Succeeds Westphal 


E. B. Drake, prominent investment 
banker of Omaha, has been elected 
treasurer of the Bankers Life of Ne- 
braska, to succeed the late George R. 
Westphal. He is a graduate of the Uni- 
versity of Nebraska and after serving 
an apprenticeship with E. G. Drake & 
Co. of Beatrice, of which his father is 
head, he* organized and operated the 
Norfolk (Neb.) Investment Company. 
Later he became president of the 
Omaha Bond & Mortgage Company, 
which position he will resign to move 
to Lincoln. 


Old Line Nine-Month Figures 


New paid for business, including. an- 
nuities, of the Old Line Life of America, 
Milwaukee, for the first nine months was 
$3,700,000, increase 29 -percent. An- 
nuities increased 90 percent. Assets are 
now $18,087,000, a gain of $264,428 in a 
year, 

Total cash income was $2,290,000, in- 
crease 2 percent, while cash disburse- 
ments were $1,725,000 as compared with 
$1,830,000, a decrease of about 6 per- 
cent. 


Biggest Month in History 

October, “President Appleby Month,” 
was the greatest month in the history 
of the Ohio National, exceeding the 
best previous month, October, 1933, by 
11 percent. Business written totaled 
$3,863,000. Business for the year to 
date is 120 percent ahead of last year. 
The month was a climax to the com- 
pany’s silver anniversary year celebra- 
tion and the opening of its new home 
office building. 

A feature of the month was the plac- 
ing of a paper chain 4,800 feet long in 
President T. W. Appleby’s office made 
up of 1,900 blue, red and green links, 
each representing an application and in- 
scribed with the agent’s name, amount 
of the policy, plan and agency. 

The first 15 agencies in the contest 
are to receive a handsome set of heavy 
green metal book ends representing the 
facade of the home office over which a 
gold Ohio National eagle spreads its 
wings. The book ends are provided 
with a plate for the agency’s name and 
also one indicating the reason for 
which it was awarded. The next 10 
agencies receive a “Junior Diamond Life 
Bulletin,’ published by THE NATIONAL 
UNpDERWRITER. Awards are also to be 
given to individual agents. 


Company Officials on Coast 


R. H. Rice, president National Fidel- 
ity Life, Kansas City; Oliver Thurman, 





vice-president and superintendent g 
agencies of the Mutual Benefit Life, anj 
R. E. Fuller, assistant superintendent of 
agencies of the Equitable Life of Towa, 
are visiting Pacific Coast agencies, 


Barr to Fidelity Union 


W. J. Barr of Oklahoma City hy 
been named actuary of the Fidelity 
Union Life of Dallas. He has beep iy 
actuarial work since 1919 and has ¢. 
cently been with the Mid-Continent Li 
of Oklahoma City. 


Observes 25th Anniversary 


The Great Southern Life of Houstg/ 
observed its 25th anniversary with ;) 
big new business drive. 


Pays Extra Dividend 


In addition to its regular quarterly 
dividend of 2 percent, the Ohio State! 
Life has paid an extra dividend of 9 
percent, which is the equivalent of a 
unpaid dividend, which was omitted last! 
year on account of the moratorium. Ap. 
other 2% percent dividend omitted las 
year was paid some time ago. 


Atlantic Employes Elect 


H. E. Owen was elected president of! 
the Atlantic Life’s employes association M 
at its annual meeting. Lindsay Haga | 
was elected treasurer and Mrs. Mz. 
garet B. Fitzpatrick, secretary. A nun) 
ber of service pins were awarded. E. A” 
Saunders, chairman of the board, and’ 
C. C. Farmer, auditor, were given 20-/ 
year pins. : 

The annual “Jack Pot” campaign of) 
the Atlantic Life started Nov. 5 and wil] 
continue through Dec. 22. To qualify,” 
an agent has to pay for at least $10,000 


of business. : 


Rural Bankers, Chicago, Licensed 


The Rural Bankers Life of Chicago, 7 
promoted by the same interests which” 
conduct the Rural Bankers Life 7 
South Bend, Ind., has been licensed by 
the Illinois department under the 191 
assessment act. 





Life Company Notes 


Joseph M. Bryan, secretary Jefferson” 
Standard Life, visited agents at Houston | 
and Beaumont, Tex. 3 

The General Mutual Life of Van Wert!” 
O., has paid its first dividend to stock-| 
holders of $1 per share. C. M. Purmort/7 
is president. = 

November is president’s month with 
the agency force of the Great America 
Life of San Antonio, Tex., in honor 
C. E. Becker. i 

The Government Employes Benefit A* 
sociation has been incorporated by Pat-}q 
rick McGovern, J. C. White, E. E. Rohlf 
C. ® Leight and C. S. Burke, of Omahaj7 





| 





AS SEEN FROM NEW YOR 


By R. B. MITCHELL ; 





SOME OCTOBER FIGURES 


The J. S. Myrick Agency of the Mu- 
tual Life of New York in New York 
City paid for $2,285,641 in October as 
compared with $1,572,965 for October, 
1933. For the year to date the office’s 
paid-for business is $21,417,055 as 
against $17,044,578. 

The Luther-Keffer Agency of the 
Aetna Life in New York City paid for 
$1,560,029 in October and for $17,066,- 
888 for the year to date. 

* * * 
FEATURE C. B. KNIGHT AGENCY 


The C. B. Knight agency of the Un- 
ion Central, New York City, was hon- 
ored by the company, the November is- 
sue of “Agency Bulletin,’ the com- 
pany’s publication, being devoted to ar- 
ticles, photographs and sketches about 
the agency. The foreword was writ- 
ten by President W. E. Barton of the 
Knight agency. There followed a full 
page of cartoons by Harvey Clink- 





“a tee ER teN eRmfS 


| 





sneeaerer: 


scales about “Dad” Knight, who diel 
not long ago, showing his rise in th 
world from a farm boy to head of of 
of the largest life offices in this county} 
which reached a production peak in 19%f 
with $43,384,729 of business. The leat: ; 
ing article was written by P. S. a 


vice-president and treasurer of the 
agency. There was an interesting #¢ 


count of African adventures by 


man Stark, H. E. Davis, D. H. Watl 
the late Edgar Joseph, formerly with 
the agency, J. M. Thorsen, F. G. Lit 


Roy Knight, and other articles by He | 
; 
berman, Maj. A. P. Simmonds, Ss. e 


Rosan, C. B. Lehmann, W. F. 
brecht, F. W. Austin and a humoroty 
one-act playlet by E. T. Wheeler. 
full page is devoted to pictures takee 
in the Knight office and there is also # 
outside view of the Transportatil 
building at 225 Broadway which by 
housed the agency for many yea 
Other issues of the “Bulletin” will ® 
devoted to other agencies. 
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LIFE AGENCY CHANGES 





Great-West Life Promotions 





Winnipeg Company Announces Shifts in 
Some of Its Important 
Branch Offices 





ral appointments are announced 
Seve pp ape 
Baker, formerly manager at Winnipeg, 
has been promoted to manager of Tor- 
onto Branch No. 1, succeeding D. O. 
Hubbell, who has resigned to enter per- 
sonal production. C. F. Dunfee, for- 
merly manager at Vancouver, has been 
promoted to manager at Winnipeg and 
the Vancouver branch will be in charge 
of A: F. Nation, formeriy manager at 
Ottawa. 

Mr. Baker has been in charge of 
branches of life companies at Vancouver, 
Minneapolis, New York, Quebec and 
Winnipeg. Under his direction the 
Winnipeg branch of the Great-West Life 
has made rapid progress and in October 
its business exceeded any month since 
June, 1930. He is a former president of 
the Minneapolis Life Underwriters As- 
sociation and also president of the Life 
Managers Association of that city. 

Mr. Dunfee has been associated with 
the Great-West Life for 20 years. He 
has been manager at Regina. In Oc- 
tober the Vancouver agents wrote more 
business than for any month since May, 
1929. 

Mr. Nation joined the Great-West Life 
as an agent for the financial district of 
Montreal. He was formerly in the in- 
vestment banking business, having been 


a partner in the firm of Hanson Bros. 


iB Loyd S. and Richard Smith 


Go to Bankers of Lincoln 


R. C. Harriss, who has been general 
agent in Omaha and the eight adjoining 
counties, has released Omaha in favor 
of Lloyd S. and Richard E. Smith, new 
general agents for the Bankers Life of 
Nebraska. These brothers have been 
associated for the past seven years with 
the Mutual Life of New York and have 





> operated in the environs of Omaha. 


Lloyd Smith was employed by the 
Lininger Implement Company of 
Omaha until the war, from which he 





Atlanta Manager 











business there. 





W. STANTON HALE 


W. Stanton Hale, who becomes man- 


ager of the Fidelity Mutual Life in At- 


ta, was formerly connected with the 
More recently he has 











nm in Ne i 
walle w York City for the Penn 


emerged a major in the army. He then 
became vice-president of the T. H. 
Maenner Company, builders, and re- 
tained this position until he went into 
the life insurance business with the Mu- 
tual Life. 

Richard E. Smith was associated with 
the Holland Lumber Company of 
Omaha and later became associated with 
the insurance department of T. H. Maen- 
ner Company. He remained in this po- 
sition until he became associated with 
the Mutual Life. 


Gulf Opens Orlando Agency 


The Gulf Life of Jacksonville has 
opened a general agency in Orlando, 
Fla., in the Florida Bank building, in 
charge of W. T. Loftis, the agency be- 
ing known as the Lowry & Loftis 
agency. It will write only ordinary busi- 
ness. Loper Lowry of Tampa is general 
agent for Florida and is a director of 
the Gulf Life. Prior to establishing an 
agency in Miami, Mr. Lowry was en- 
gaged in the insurance business in 
Tampa. He is a past president of the 
Tampa, Fla., Life Underwriters’ Asso- 
ciation. He makes his headquarters in 
Tampa. 


Mason Des Moines Manager 


R. O. Mason, general agent Central 
Life of Iowa at Kansas City, Mo., has 
been appointed manager of the home 
office agency in Des Moines. He will 
have charge of production in Des Moines, 
Polk county, and several surrounding 
counties in central Iowa. 


Finch, Sr., Returns to Newark 


E. D. Finch, Sr., who has been Ohio 
general agent of the General American 
Life with headquarters in Cleveland, has 
resigned and returned to Newark, where 
he is now associated with his son, E. D. 
Finch, Jr., manager of one of the two 
Newark agencies of the Guardian Life. 
Mr. Finch, Sr., was for a number of 
years New Jersey general agent of the 
Missouri State Life and about two years 
ago was transferred to Cleveland as gen- 
eral agent of that company. 


J. J. Letts Named Manager 


Jesse J. Letts has been appointed 
Buffalo manager for the Union Mutual 
Life of Portland. 

For the past eight years he has been 
supervisor in the Syracuse agency of the 
Massachusetts Mutual Life where he has 
been one of the largest producers. He 
has always been prominent in the Life 
Underwriters Association in Syracuse 
and is now vice-president. 


New Home Office General Agent 


The Philadelphia Life has appointed 
William Elliott general agent of the 
home office agency. He succeeds R. 
S. Plummer, who has headed the agency 
since January, 1919, and is now trans- 
ferred to Raleigh, N. C. He is a native 
of North Carolina and desired to return 
to his home state. 

Mr. Elliott for several years has been 
in charge of group and brokerage lines 
at the Philadelphia central city office of 
the Travelers. 


Dike Kansas City Manager 
The Central Life of Iowa has ap- 
pointed L. M. Dike of Kansas City to 
head the company’s agency there. He 
has been in life insurance work in Kan- 
sas City for 12 years, starting as a per- 
sonal producer. 


Davis Succeeds Trumbo 


Z. T. Trumbo, agency manager at 
Peoria, Ill., for the Bankers Life of Des 
Moines, has retired after more than 25 
years of service. He is succeeded by 
G. R. Davies, Peoria. 














Mr. Trumbo served in the company’s 





























‘As Good as the Wheat” 


HERE is no form of investment 

offering greater security, or render- 

ing greater financial benefits, than 
sound Life Insurance—it is the “free 
from worry” investment, which does not 
fluctuate in value—there are no daily 
high and lows—it is “As Good as the 
Wheat.” 


We offer a wide variety of attractive in- 
vestment and Estate Building plans, 
adapted to all personal and family re- 
quirements. We have some attractive 
Agency openings—write for information. 


THE SCRANTON LIFE 
SCRANTON, PENNSYLVANIA 


Walter P. Stevens, President 
Box 197 





























Success Assured 


EN WHO ARE WILLING TO 

WORK EVERY DAY and who will 
follow a definite but simple plan, may 
know now that they can attain IMME- 
DIATE SUCCESS. 


Here is the record of two men who adopted 
this method of selling: “A” had no pre- 
vious experience; “B” had failed in the 
business. 





SAS on 
ee $ 22,320.00  $ 17,640.00 
| ae 42,040.00 35,360.00 
, eee 39,170.00 27,670.00 
a 19,820.00 27,180.00 
August ...... 29,200.00 39,700.00 
Total ....$152,550.00 $147,550.00 


Every policy written by this new method has 
been delivered and paid-for as soon as issued. 


This method of selling will assure success to 
those who are willing to follow a definite plan. 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
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Juvenile Insurance 
Opens the Door 


Security Mutual Juvenile policies open the 
doors to homes where insurance minded people 
live. Like Security Mutual pre-call letters, they 
pave the way for adult business. 


You should know more about Security 
Mutual Juvenile policies with payor features and 
Security Mutual Prospect Letter Service for 
agents. 


Ask any General Agent or write 


Security Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 














MUTUAL TRUST 


LIFE INSURANCE 


EOWIN A.OLSON 
PRESIDENT 





“as a ae FAITHFUL 


IS THE ONLY ILLINOIS MUTUAL FULL LEVEL 
PREMIUM RESERVES COMPANY AND RANKS 
WITH THE OLDEST AND LARGEST LEGAL RE- 
SERVE LIFE INSURANCE COMPANIES IN PLAN 
OF OPERATION AND RATIO OF RESERVES TO 
ASSETS. 


Receives approximately one-half of its new business from 
New England and the East and its leading Agencies are 
located in Hartford, Connecticut, and Boston, Massa- 
chusetts. 


Operates East and West: 


Maine New Jersey Minnesota 

New Hampshire Ohio North Dakota 

Vermont Michigan South Dakota 

Massachusetts Wisconsin California 

Rhode Island Illinois Washington 

Connecticut lowa Oregon 
Nebraska 











MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 


























agencies at Chicago;’Rockford, Kanka= 
kee, Elgin and Peoria. Mr. Davies joined 
Bankers Life last year. 


William Ryan With Capitol 
William D. Ryan, Jr., former general 
agent for the Phoenix Mutual, becomes 
general agent for the Capitol Life of 
Denver at Kansas City. He succeeds 
Frank Mouse, who remains with the of- 
fice as an agent. 


G. F. McNamara’s New Post 


G. F. McNamara, for several years an 
agent in the Equitable of New York of- 
fice in Utica, N. Y., began work as 
agency supervisor in the State Mutual 
general agency of James Douglas in 
Utica. This agency operates in four 
counties around Utica. 








Atlantic Develops Ohio 


E. W. McDonell has been appointed 
district agent at Cincinnati for the At- 
lantic Life. He will report direct to the 
home office. E. A. Hahne, supervisor 
with Cincinnati headquarters, is now en- 
gaged in an intensive development of 
the Ohio territory. 


B. L. Hart 


The National Life of Vermont has 
appointed B. L. Hart supervisor of the 
central Iowa district. He has been 








supervisor of the Des Moines office. 
five years and he will retain this tery, 
tory. His office is at 618 Flynn building 


T. A. Lonam 


T. A. Lonam has been appointed gey, 
eral agent at Omaha by the Centr 
Life of Des Moines. He will hay 
charge of a dozen counties. = 








Scroggie’s Territory Extended 


W. B. Scroggie, home office super. 
visor of the Acacia Mutual Life {o; 
Oklahoma, Texas and Louisiana, ha 
had Arizona, Colorado and Utah addej 
to his territory. 





Life Agency Notes 





R. L. Allen has been appointed general / 
agent of the Great American Life gf 
San Antonio at Corpus Christi, Tex. ; 

Harry Leavell has been appointe}) 
general agent of the John Hancock Mu.| _ 
tual at Wichita, Kan. For the last thre|/ 
years he has been an agent of the com.)- 
pany at Emporia and has made quite, 
record in personal production. 

L. J. Jabro, former general agent for) 
the Conductors Protective, Detroit cas.) 
ualty company, in Ohio, has joined the} 
Jchnston & Clark general agency of th 
Mutual Benefit in Detroit. 


ate 
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As SEEN FROM CHICAGO 





STEWARD MAY CONDUCT CLINIC 


Verne Steward, 1340 West 59th street, 
Los Angeles, lecturer on life insurance 
in the University of Southern California, 
who has been making a number of tests 
in life insurance offices through his point 
system of rating, has been in Chicago 
attending the meeting of the Association 
of Life Agency Officers. He expects to 
return and may conduct a clinic for Chi- 
cago managers in December. He inter- 
ested the Pittsburgh managers in an 
enterprise of this kind and a large num- 
ber participated. Dr. Steward makes his 
divisions and gives the points of credit 


as follows. 
Maximum Point 


Division of Test Point Credit 
and Personal Data Credit Granted 
Montal @billgy «0 00:5:0:0:0% 6 ; 
Years of education...... 8 
Type of education...... 
Background knowledge. 11 
Personality (dominance 

OnGd BStAnility) ...ccce 5 e6'6 
Prior experience ....... 10 Pree 
Financial status ....... if sasans 
BAGPICAl BOATS o..o.ecs:s ee 8 mate 
Group activities ........ 10 ates 
PAGO BE SHOVF 66-0 66-6 esas 10 +.0ee 

MOREE, SU Sis vate eleeee ves 100 

POINT SYSTEM RATING 

30 points and under........... Very poor 
DEAR ONE sca :5.c o's s9.30:5 ss i emawae oor 
RE PMON MOINES > tis 02e a 450.8 00 SierS Borderline 
SAMO MEOUIENS §oi0.6 oie:k0'e sie dna. BS. NOD Fair 
AO UAD MMR UNAG ES) 55405 ino 0015-61 lealonsie an eee Good 
4k POints ANd OVOP. isc. 63.608 Very good 


*x x 
AGENCY SUPERVISORS MEET 
The Life Agency Supervisors of Chi- 


cago met Thursday, guest speaker be- 


ing O. J. McClure, whose subject was 
“Salesmanship Ideas.” Mr. McClure 
has had many years of successful ex- 
perience as a sales counselor for in- 
dustrial concerns, having been retained 
by such firms as Coca Cola, Procter 
& Gamble, Parker Pen and others. 
ak ok 


KEMP AGENCY CELEBRATES 


The D. C. Kemp agency of the Equit- 
able Life of New York celebrated its 
fourth anniversary with a luncheon last 
week. The principal speakers were 
Vice-President A. G. Borden, W. E. 
Walsh, head of the inspection depart- 
ment in New York, W. M. Rothaermel, 
superintendent of agencies in the Central 
department, and Fred D. Bayne, super- 
visor of agencies, New York. The lunch- 
eon was attended by 75 members of the 
organization and invited guests. 

Mr. Kemp reports that the annivers- 
ary campaign in October produced a paid 





volume increase of approximately 11}7 
percent, and an increase in paid pre} 


miums of approximately 150 percent over} ” 


October, 1933. The written business}” 

during the month of October was i 

excess of $700,000, most of which wa” 

applied for under cash binder. 
*k 


* * 
HEIFETZ SCHOOL IS STARTED 


Samuel Heifetz, Chicago manager Mu-| 
tual Life of New York, has opened the 
fall term of his annual life insurance 7 
sales course, R. S. Bernhard being di-— 
rector. The latter is a successful per- 7% 
sonal producer and expert in tax, ¢ 7 
tate and business insurance matters 7 
The course is open to all men contem-|7 
plating life insurance sales work and/7 
brokers not connected with other life) 
companies. Classes are held Tuesday 
and Thursday evenings in the agency's} 
lecture room. The subjects considered) 
are contracts and policy provisions, rate} 
book, prospecting, approach, present} 
tion, close, modes of settlement, legil 
status of life ineturnnce and taxation. 

* 





AGENCY IN FOOTBALL CONTEST 


In October the H. G. Swanson gen: 
eral agency of the New England Mutual 


in Chicago ran a football contest, with q 


an agency luncheon Nov. 1 for the vit- 
tors. The winning team ate chicken 
while the losers had baked beans. > 
Charles “Chuck” Lehman captained the > 
“All Stars,” winning team, which wa > 
presented a football by the “Bears” cap- 
tain, Frank Lodge. Lehman is a fot > 
mer star sprinter of the University 
Pennsylvania and Illinois Athletic clu). 
while Lodge is a crack golfer and 
bowler. Lehman and Lodge produced 
more points than the combined efforts 
of the rest of the agency. 

In November the two captains af 
combining their efforts, having cha: 
lenged the rest of the agency to a cot 


test on the same basis. 
* * Ox 
COYNER AGENCY WELL AHEAD 


C. L. Coyner, manager for the Mr 
tual Life of New York for norther! 









JAN & 

































Illinois, reports a fine increase in bus: 
ness to date. In written business hi 
agency is 25 percent ahead of the samt 


Sak ae eciatacas aml 


period last year; in applications 20 pe F7 


cent ahead, and in paid for full annw >> 
premiums, 13 percent ahead. : 


The Given & Judd agency of ve 
Kansas City Life in Los Angeles help 
its annual agency dinner with an a> 
tendance of about 60. 2 
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NEWS ABOUT 


LIFE POLICIES 





—————— 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


Books, etc. Supplementing the “Unique Manual- 


Digest” and ‘‘Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 








Quitting Disability Income 


Continental Assurance, One of Last 
Companies Issuing Benefit, With- 
draws It Dec. 31 


ee 


The Continental Assurance of Chi- 
cago, effective Dec. 31, will take its dis- 
ability income benefit in conjunction 
with life policies off the market. This 
was one of the last few remaining com- 
panies writing any form of disability in- 
come clause, and its clause, since the 
united action of many companies a year 
or so ago in discontinuing disability 
income, had been strictly limited. 

The Continental Assurance has been 
writing since that time a maximum of 
$150 monthly income. It would issue 
$10 a month income per $1,000 on a 
$5,000 policy and $5 a month per $1,000 
income on an additional $20,000 policy, 
or maximum $150 monthly. The waiver 
of premium clause is being retained. 


Dislike Life Indemnity 


The action is largely due to a deep- 
seated dislike of long standing for the 
life indemnity provision. The company, 
in spite of the most careful underwriting, 
in the past had bad experience on the 
life indemnity provision in noncancel- 
lable accident and health contracts and 
finally sharply limited this benefit. 

Experience under the restricted dis- 
ability income clause in the last year or 
so has not been particularly bad, but the 
Continental Assurance officials have 
found the public has been looking upon 
this benefit as an easy way to a pension. 





Texas State Mutual 


The Texas State Mutual uses the name 
of “New Deal” for a new policy which 
is based on an annual premium of $10.60 
at all ages from 10 to 60. The death 
benefit depends upon the nearest age at 
death starting at $1,441 at age 10 and 
decreasing to $219 at age 60. The first 
five years, provided the insured is less 
than 45 years of age, the policy may be 
converted to any higher premium form 
as of the original age and amount with- 
out medical examination. At age 45 the 
policy is exchangeable for any other 
form of life or endowment issued by the 
company, but the new policy shall be for 
an amount equal to the death benefit 
then in force ($814) and shall be issued 
as of age 45. If no previous conversion 
is made the policy becomes a whole life 
contract for $219 at age 60. 





United Life & Accident 


_Attention is called to the fact that the 
Union Mutual Life of Portland, Me., is 
not the first New England company to 
insure children from birth. The United 
Life & Accident of Concord, N. H., has 
been writing juvenile insurance in this 
way for some years. 





North American of Canada 


; The North American Life of Toronto 
is One of the companies using the new 
Scale of annuity rates adopted by sev- 
eral Canadian companies. The North 
American issues a cash refund annuity 
and annuities for 10, 15 or 20 years cer- 
tain in addition to the straight life an- 
nuity. No change has been made in the 
cost for single or annual premium de- 


<a annuities or guaranteed life in- 
ome. 


Provident Mutual Life 


, The directors of the Provident Mutual 
voted to continue the 1934 dividend scale 
for the entire year 1935. The interest 
rate used in connection with optional 
methods of settlement and dividends left 
with the company to accumulate inter- 
est has been changed from 4% percent 
to 4% percent. 





National Life in Increase 


Dividend Scale for 1935 to Be About 
15 Percent Higher; Interest on Funds 
on Deposit 4 Percent 








Approximately 120,000 participating 
policyholders of the National Life of 
Vermont are affected by the dividend 
increase for 1935 announced by Presi- 
dent F. A. Howland. The 1935 divi- 
dend scale will be slightly over 15 per- 
cent above that for 1934. 

It was announced that interest rate 
on funds left on deposit will be 4 per- 
cent during 1935. President Howland 
stated: 

“Recognizing the primary importance 
of security, the company has in the last 
two years maintained the already sub- 
stantial surplus and at the same time 
set aside a contingency reserve suffi- 
cient to meet possible investment de- 
preciation should business improvement 
be unduly delayed. 

“In this strong position, the company 
is now able to increase the dividend dis- 
tribution to policyholders for 1935.” 

He said that it seems clear that for 
a time at least, yield on investments 
will be materially less than heretofore. 
This is responsible for reducing interest 
on funds held under special agreement 
or on deposit to 4 percent. 





CONVENTIONS 





Country Life Insurance Company 
Operates in Illinois Only 


It has sold, by its own agents in less than six years 
of depression, a handsome amount of business. 


The Total in Force to Date Is 
Over $63,000,000 


This amount from our own agents, in one state, and 
all through the depression, is proof that acquisition 
methods, like transportation methods, must change. 

This Company has not lost a penny on investments; 
is having a lower lapse in 1934 than the 7.98% low net 
lapse figure of 1933. 

The gain in force will be over 100% increase over 
the gain in force of 1933. 

Our low net cost of life insurance on life or endow- 
ment forms is proof to anyone of economical and effi- 
cient operation. 


COUNTRY LIFE 


INSURANCE CO. 
608 South Dearborn Street 
CHICAGO, ILL. 


L. A. WILLIAMS 
General Manager 











Regional Meetings Are Held 





North American Life Agents Gather in 
Peoria, IIL, St. Louis; Several 
Officers Attend 





Four home office executives of the 
North American Life spoke at a meet- 
ing of the central Illinois agency in Pe- 
oria. The officials attending were Vice- 
president Paul McNamara, Dr. C. B. 
Irwin, medical director; C. G. Ashbrook, 
superintendent of agencies, and George 
Melberger, head of the policy depart- 
ment. J. W. Hoffman, agency super- 
visor for central Illinois, was chairman. 
Mr. McNamara gave practical sugges- 
tions on how to sell life insurance, stress- 
ing that an agent can succeed under 
present conditions if he will pay the price 
in hard work and intelligent applica- 
tion. 

Dr. Irwin read a paper explaining 
various steps of underwriting risks, and 
pointed out that many declinations can 
be avoided if agents will be careful in 
selection of prospects and accurate in ob- 
taining information required by the com- 
pany. Mr. Ashbrook’s talk was inspir- 
ational. He said new-production of the 
company in October showed 44.5 percent 
increase over October, 1933. 

Mr. Melberger stated that the home 
office is agency-minded and the policy 
and other departments are ready and 
willing to cooperate with field men. If 
a clearer understanding and cooperative 
feeling existed between agents and home 
office, he said, better and more efficient 
service in issuing policies would result. 

A similar regional meeting was held 
earlier in St. Louis. 





Reliance Life Texas Rally 


Texas representatives of the Reliance 
Life of Pittsburgh attended a sales con- 
ference in Dallas. Morris Brownlee, 
Texas manager, presided. R. C. Braun, 
advertising manager, spoke. He also 
visited several other Texas cities. 
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BSc sue okes aso Geared to 
Hee? ©~©Your Competition 


The 32 modern policies in 
Yeomen Mutual’s ‘custom- 
ized’ portfolio are built to 
help you meet 1934-35 com- 
petitive conditions. Our new 
‘package selling’ is helping 
agents to surprising records. 
Yeomen Mutual is doing 
things in 1934! Go forward 
with us. Many attractive 
openings. Write. 


$66,000,000 Paid Policyholders and 
Beneficiaries Since Organization. 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 
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Every Day 


W. are signing new contracts 
with agents who have taken the 
time to investigate our Company 
and its record and are attracted 
by the unusually favorable con- 
dition they discover. 


Our proposition is different and 
interesting and has operated with 
ever increasing success for 
27 years. 








Agency openings in 
Illinois, Indiana, 
Michigan and Missouri 
BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 





















































Strong Progressive 


Ave You Willing te WORK for a Company Which Is Willing to WORK with You? 








E. S. ASHBROOK = 


President JOHN H. McNAMARA 
Founder 


PAUL McNAMARA 
Vice-President 


@ 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 
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Liberty National Life Insurance Co. 


BIRMINGHAM, ALABAMA. 





-| photograph. 





—— 





——, 


GENERAL AGENCY NEWS 





R. E. Spaulding Agency Rally 


Mutual Life Manager in Chicago Directs 
Last Annual Meeting Before 


His Retirement 


The R. E. Spaulding general agency 
of the Mutual Life of New York in 
Chicago held its last annual agency 
meeting under Mr. Spaulding’s able 
leadership. The gathering was an all 
day session, concluding with a banquet 
in the evening. Manager Spaulding 
opened the meeting with a discussion of 
company news and the outlook for 1935. 
O. C. Roessler, agency cashier, reviewed 
the changes in company rules and Dr. 
W. L. Buhrman, assistant medical ref- 
eree, gave some helpful hints from the 
medical department. 

Talmage Smith, agency organizer, 
spoke twice, discussing the family pro- 
tection plan and the retirement income 
contract in detail. He explained the 
different forms of retirement settlement, 
pointing out why the monthly income 
varies under the different forms. He 
stressed the importance of using the 
idea that the life insurance policy guar- 
antees payment of a specific sum at 
certain ages in comparison with the lack 
of their guarantee in other forms of in- 
vestment. 


Jacobs Speaks Twice 


I. B. Jacobs, educational director, also 
spoke twice, discussing taxation, busi- 
ness insurance and use of company lit- 
erature. He stressed the advantage of 
using the list of death claims furnished 
by the company. 

. A. Graham discussed prospecting 
and the prospect. Mr. Graham advised 
digging out as much information as 
possible about a prospect before calling 
on him so as to have a definite point of 
contact. The hardest job a salesman 
has, he said, is to make himself work. 

A detailed and interesting discussion 
of selling was presented by O. J. Mc- 
Clure, sales consultant. He stressed the 
fundamentals of selling which he said 
are far more important than anything 
else in sales work. 

The value of effective ideas in prepar- 
ing for the interview was brought out 
by Lee H. Nichols, former advertising 
man who is now doing a successful life 
business. He gets his prospects by 
asking people for names of “Young 
men who are intelligent, ambitious, em- 
ployed—facing a good future.” These 
qualifications are lettered on the cover 
of a blank booklet in which he asks his 
center of influence to write the names of 
prospects. Mr. Nichols restricts his 
calls to this kind of people and he ap- 
proaches the prospect as such. The 
day before he calls on a prospect, Mr. 
Nichols mails out a one page “Idea Ex- 
change” containing short life insurance 
arguments, some general comment and 
a couple of jokes, in addition to his 
When he calls on the 
prospect the next day he asks him, 
“Have you ever heard of Lee Nichols?” 
In the majority of cases the prospect 
recalls the “Idea Exchange” and the 
conversation is immediately placed on 
an amiable ground. 


Sincerity Is Necessary 


In telling the prospect that he has 
been referred to him on the qualifica- 
tions outlined, Mr. Nichols said that al- 
though the approach is clever and gets 
him in, it is absolutely necessary that 
it be used with sincerity to be effective. 
By having a definite method of work- 
ing and because he knows that the man 
he is calling on is a good prospect, Mr. 
Nichols has eliminated all fear of the 
approach that undermines many sales- 
men, 

Julian S. Hexton, veteran agent and 
able producer, gave his annual inspira- 
tional talk at the luncheon. 

At the banquet in the evening Mr. 
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Spaulding introduced his — successo; 
John R. Hastie, associate manager ¢j 


the Samuel Heifetz agency of the My. 


tual Life in Chicago. 
take charge of the Spaulding ageney 
Jan. 1, when its head retires on a. 
count of having reached the compulsory 
age established by the Mutual Life 


Mr. Spaulding plans to devote some | 


Mr. Hastie wi 


time to personal production after the | 


first of the year. 


Mr. Heifetz was pres. 7 


ent and paid high tribute both to Mr 7 


Spaulding and Mr. Hastie. 


Other 3 


speakers were W. G. Warren, manager J 


of the Mutual Life clearing house of 


Chicago; Attorney George Evans, Tal. | 
agency organizer; Dr, | 


mage Smith, 


Quinlan, assistant medical director; |, | 
B. Jacobs of the Spaulding agency; 7 


Lynn Mead, inspector, 


and Argyle 


Brown, manager of the South Bend | 


agency. 


Simpson Agency Conference 


The annual sales conference of the 77 
P. W. Simpson general agency of the 7 
Aetna Life was held in Indianapolis with | 
Vice-president S. T. Whatley present 7 


from the home office. 
A. B. Harris on “Let’s Do Some of the 
Talking;’ H. J. Rowland, “Grou 
Lines;’ H. W. Florer, “By-Products,” 


Speakers included |~ 


and Paul Speicher, Insurance Research ig 


& Review, “Courage.” 
Mr. Simpson was 


has come through the depression suc- 
cessfully and has won public confidence, 


Hudson Burr of the farm manage: || 


ment department, with four reels of mov- 
ing picture films, gave an informative 


talk on the farm management program |= 


the Aetna Life is pursuing. E. C 


Deckard, general agent at Columbus, O., |” 
talked on “Self-Improvement,” and L. | 7% 
O. Schriver, general agent at Peoria, Ill, |~ 

Commandments—1934 7 
R. B. Coolidge, assistant su- | 


on “The Ten 
Edition.” 


perintendent of agencies, spoke. 


Honor Woods Agency Veterans 


At the banquet 7 
toastmaster. Mr. |§ 
Whatley pointed out how life insurance |% 





More than 200 veteran employes of _ 
the Edward A. Woods Company, gen- © 


eral agents Equitable Life of New York, 
attended the annual dinner in 
honor in Pittsburgh. All the guests 
had been with the company five years 
or longer. The guest of honor was 
W. B. Rankin of Bellefonte, Pa., 8 
years old, the oldest agent in the en- 
tire Equitable Life family. 
included Mr. Rankin, W. M. Duff, 
president of the agency; F. L. Jones. 
vice-president of the 
Paul Speicher of Indianapolis. 








ASSOCIATIONS 
Need Preparation for Cold 





Canvass, G. F. B. Smith Says | 


DETROIT, Nov. 8.—The life under- | 
personality J 


writer must inject his : 
strongly into a cold canvass to make tt 
successful, G. F. B. Smith, assistant su- 
perintendent of agencies, Connecticut 
Mutual Life, told the Qualified Lite 
Underwriters of Detroit at the fifth of 4 


series of six weekly educational meet 


ings. 
A cold canvass can be warmed up by 
collecting some data on the prospects 1 


advance, he said. Only 40 percent o |” 


the potential wage earners of the cout 
try are prospects for insurance today: 


20 percent are out of work, 20 percent | 
are working only part-time and are hav- | — 


ing a difficult time paying actual living 


Equitable, and q 


their | 


Speakers | 7 





expenses, and another 20 percent aft 


not new prospects because of heavy out 
standing obligations, he said. 
Former Probate Judge. E. R. Palmer, 
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eriences on the bench to show that in 
eM najority of cases life insurance consti- 
tutes almost the "omen 

* 





J. C. Wind istant 
ae: indsor, assistan 
ICCESSOF, a anantl Woody agency, Equita- 
lager of be Life of New York, is chairman of 
the Mu. & the publicity committee of the Chicago 
stie will [7 association, the rest of this committee 
agency being E. E. Lamb, Columbian National; 
On ac. Louis Behr, Equitable of New York; 
1pulsory H. R. Schmitt, Patterson agency Penn 
al Life Mutual. The committee plans for the 
ue, § next year close cooperation with “Life 
< Some § Association News,” magazine of the Na- 
iter the [9% tional association, Chicago daily news- 
aS pres- |) papers and insurance journals. 
to Mr. | * * * 
Other 7 Schenectady, N. Y¥.—Vice-President C. 
anager eG. Taylor of the Metropolitan Life will 


be the principal speaker at the Nov. 15 
meeting. The Schenectady organization 
has 166 members. The president this 
year is C. M. Webb, manager of the 
Metropolitan office account district in 
Schenectady. 
* * 

Cincinnati— Lee B. Scheuer, general 
agent State Mutual Life in Cincinnati, 
will address the association this week 
on “Motivation.” He has been general 











Commerce, will review its activities and 
objects. 
* * + 
Seattle—Dr. L. P. Sieg, president Uni- 
versity of Washington, was the principal 
speaker at the November meeting. The 
women’s division sponsored the program. 


Clyde Rose, Prudential, gave a sales 
demonstration. 
* * * 
Lincoln, Neb.—The movement begun 


by President Riehle of the National as- 
sociation to drive out the unfit agent 
and to limit the number of part-time 
agents was unanimously approved and 
a recommendation made that the state 
association take similar action. H. L. 
Timbers and C. B. Dobbs reported on the 
National association meeting. O. R. Frey 
discussed the advantages of the C. L. U. 
degree. 
* * x 

Oklahoma City—The plan of a 7:15 
o’clock breakfast instead of a noon 
meeting will be given a second trial 
Nov. 17. If successful, it will be adopted 
permanently, according to President 
Bryan Bowers. The plan was officially 
endorsed by the Oklahoma General 
Agents & Managers Club. President R. 
T. Stuart of the Mid-Continent Life of 
Oklahoma City will speak. 

* * 

Michigan—A. P. Steler, million-dollar 
producer of the Mutual Benefit in De- 
troit, will speak at the luncheon open- 
ing the annual convention of the Michi- 
gan State association in Jackson Nov. 
23-24. 

At the afternoon session there will 
be a frank discussion of the replace- 
ment problem and legislation. 

Other new speakers are Charles A. 
Macauley, Detroit, state agent John 
Hancock; J. L, Livingston, Grand Rapids, 
general agent Franklin Life; Seth W. 
Ryan, Detroit general agent, Penn Mu- 
tual, and H. B. Thompson, Detroit, sec- 
retary-treasurer of the association. 

*x* * * 

Houston, Tex.—Life insurance courses 
are going to be conducted by the Uni- 
versity of Houston in cooperation with 





the Houston association. 











ACCIDENT AND HEALTH FIELD 

















nce agent for the State Mutual since 1933, 
Previous to that he was general agent 
of the Pacific Mutual in Detroit and was also 
of the connected at one time with the J. M. 
lis with (9 Gantz agency of the Pacific Mutual in 
present : Cincinnati. is cane 
— ri Galveston, Tex.—A. F. Levy, attorney, 
“GC explained the difficulties that confront 
st OUD legal representatives of insurance com- 
ducts,” ") panies and outlined laws and court de- 
esearch | cisions as they apply to the insurance 
yanquet | business, at the ae ay meeting, 
a 3 San Franciseco—A mystery donation is 
j ~ to be one of the features at the Nov. 13 
on Suc: || juncheon. President Spinney says the 
fidence, donation, “of great value to the associa- 
lanage- f= tion,” will be made by H. G. Larsh, vice- 
yf mov- president Wells-Fargo Bank & Union 
‘mative Trust Company. 
rogram K. L. Brackett, general agent John 

Hancock Mutual, will present the idea 
us, O,, 
and L. 

‘ia, Ill, 
s—1934 g 
int su- | 
. H. & A. Conference to Detroit 
rans 
ig? Selected for Annual Meeting Next June 
York —Draft of New Manual, Uniform 
their | 7 Phraseology, to Be Ready Then 
guests | 
7 Detroit was selected as the place for 
d “7 the 1935 annual meeting of the Health 
‘sas & Accident Underwriters Conference at 
Po » the mid-winter meeting of the executive 
“a i » committee of the conference in Chicago. 
7" | % The convention will be held some time 
_- » between June 1 and June 15, the exact 
» ane | * date to be decided later. 

Definite forward steps were taken in 
eames | CONnection with the two major questions 
——— ] = that came before the meeting. The 

special committee in charge of re- 

S y vision of the conference occupa- 

> tional manual, with the idea of cutting 

0 down the number of occupational classes, 

j was authorized definitely to prepare a 

tentative revision. This would be sub- 

Says » mitted to member companies for approval 

» or suggested changes prior to the annual 

inder- | Meeting in June, and brought up for 
nalts final action at that time. 

arog § The report on uniform phraseology for 

nt su- Pm come policy provisions was presented by 

scticut fim C. O. Pauley, Great Northern Life. The 

Life | PTOvisions he took up and for which 

» ofs he presented suggested forms were the 

meet: | | (OvSideration clause, the one defining the 

» time when the insurance takes effect and 

ends, the renewal clause, the provision 

® for exclusion of 15 or 30 days for sick- 

) ness and the medical attention clause. 

The consensus as a result of the dis- 

Cussion seemed to be that it would be 

Possible to formulate’ wording for 

these clauses that would be generally ac- 

ceptable. “Mr. Pauley’s committee was 








therefore directed to continue this work 
and report suggested clauses at the an- 
nual meeting. 






of medical, surgical and hospitalization 
coverage was practically the same as the 
preliminary report given out some 
months ago, with only minor changes 
proposed. Much interest is being taken 
in that form of coverage and several of 
the conference companies have indicated 
their intention to put out such policies 
or riders in the very near future. 

Legal and legislative questions that 
have come up since the annual meeting 
were discussed in connection with the 
reports of those committees at an execu- 
tive session. 


New Reimbursement Policy 

: The Western & Southern Indemnity 
is issuing a new medical and hospital 
reimbursement accident and_ health 
policy. Doctor bills, hospital, nurs- 
ing expenses and operation costs are cov- 
ered. This coverage can be attached to 
present policies by endorsement. 


Recommends A. & H. Material - 


LOS ANGELES, Nov. 8.—The Los 
Angeles Accident & Health Managers 
Club has adopted a resolution that the 
club recommend The Accident & Health 
Review, W. E. Lebby’s book, “How to 
Write Accident & Health Insurance,” 
and the material being prepared by Har- 
old R. Gordon, executive secretary, 
Health & Accident Underwriters Con- 
ference, as a part of the program to be 
used by the National Accident & Health 
Association in its educational work. 


Professor Rountree Dies 


Prof. Hiram P. Rountree, supreme 
orator of the Royal League of Chicago, 
died after a month’s illness. He had 
been one of the outstanding figures in 
the league and in Chicago ritualistic 





Congresses in Four States 
to Hold Annual Gatherings 


Several state fraternal congresses will 
hold their annual meetings this month. 
The Pennsylvania convention will be at 
Lancaster, Nov. 30-Dec. 1. The dinner 
will be the first night, with Senator 
F, A. Service as toastmaster. Allan P. 
Cox is president. 

The Texas Congress will meet in San 
Antonio Nov. 20-21, President L. R. 
Watkins, Security Benefit Association, 
presiding. Insurance Commissioner 
Daniel will speak. 

The California Congress will meet 
Nov. 9-10. 

The Minnesota Congress will gather 
in Minneapolis Nov. 24. 


Hawkeye Congress Holds 
Annual State Convention 


J. P. DeMoor, Cedar Rapids, was 
elected first vice-president and C. E. 
Byrnes, Mrs. Emma Burmeister and J. 
E. Rogers, all of Cedar Rapids, were 
elected to the executive committee of 
the Hawkeye State Fraternal Congress 
at its convention in Marshalltown, Ia. 
Mr. DeMoor represents the National 
Union Assurance Society, Mr. Byrnes 
the Catholic Order of Foresters, Mrs. 
Burmeister the Degree of Honor Pro- 














jtual Aid, and 


tective Association and Mr. ‘Rogets the 
Order of Railway Conductors. 

Other officers are: President. P. N. 
Temple, Des Moines, A. O. U. W. of 
North Dakota; second vice-president, 
Mrs. Mattie Paine, Des Moines, Mac- 
cabees;  secretary-treasurer, C. J. 
Graves, Des Mones, Homesteaders. 
Others on the executive committee are 
W. G. Voecks, Waverly, Lutheran Mu- 
N. Temple, Des 
Moines, A. O. U. W. ; 


‘Series of New Suits Filed 


Against Fraternal Societies 





Calling for dismissal of suits on United 
States District Court dockets in Oklé- 
homa, Commissioner Jess G. Read. of 
that state filed new actions in the ¢ ket . 
homa county district court at Okla- 
homa City against 25 fraternals for $1,- 
013,501 in total entrance fees, taxes an 
penalties due since statehood in 1907 or 
date of entry into Oklahoma. Mr. Read 
said service in some suits was faulty. 

The new actions, filed in the name 
of the state, allege that the fraternals 
are writing standard policies the satné 
as old line legal reserve companies aid 
should be taxed similarly. Suits were 
filed originally in the Oklahoma county 
district court and transferred to United 
States courts on defense motions alleging 
diversity of residence. 





yourself. But Jim Watson* never 


infrequently paid by the Mutual Benefit. 








work for more than four decades. He 








he report of the special committee 





was born Oct. 28, 1854. 


LIFE INSURANCE COMPANY 
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Jim Watsons 


His ramity may have been lucky, you'll have to judge that for 


knew how good his life insur- 


ance was. Like many another man he bought a policy he didn’t 
keep up. Two quarterly premiums were paid, the next two were 
taken care of by loans against the first year cash value. When the 
policy lapsed on the anniversary enough of that first year value 
remained to extend the insurance to the following November. 
Jim Watson died October 25 and his wife received the face of 
the policy less only the loan and interest. 


*One of a number of other names would do because such claims are not 


* NEWARK, N. J. 
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Early Ruling Promised on 
Michigan Peoria Life Case 


GRAND RAPIDS, MICH., Nov. 8.— 
In the case pending in federal court 
here, brought by several Michigan pol- 
icyholders of the Peoria Life to restrain 
the Life & Casualty of Illinois, now the 
Alliance Life, from taking over the 
Michigan business and assets of the Pe- 
oria Life, Judge Raymond yesterday or- 
dered both sides to file briefs by Fri- 
day morning and stated he would make 
an early decision, which may possibly 
involve the Validity of the entire rein- 
surance deal. 

The suit was originally brought in 
the state court, which granted the in- 
junction asked and also appointed a 
Michigan receiver. The Life & Casualty 
and C. V. O’Hern, Illinois receiver for 
the Peoria Life, secured a transfer to the 
federal court and filed a motion to va- 
cate the order entered in the state court. 
The plaintiffs moved to extend the 
power of the Michigan receiver and to 
enjoin the reinsuring company from tak- 
ing over any of the assets or business 
of the Peoria Life anywhere. The 
court’s ruling will be on those two mo- 
tions. 


Brock Heads Men’s Club 


At its annual meeting the Great-West 
Life Men’s Club, which is celebrating its 
twenty-fifth anniversary, elected Eustace 
A. Brock, secretary of the company, 
president for the coming year. The re- 
tiring president, H. P. Dexter, reviewed 
the year’s activities and the meeting 
heard reports from various committee 
chairmen. C. C. Ferguson, general man- 
ager of the company, spoke briefly. 

In addition to Mr. Brock, the follow- 
ing were elected officers for the 1934- 
1935 season: Honorary president, C. C. 
Ferguson; honorary vice-president, A. J. 
D. Morgan; vice-president, G. F. Jermy; 
secretary-treasurer, W. D. Thomson; 
program chairman, H. B. Wintrup. 


ABRAHAM LINCOLN 


LIFE INSURANCE COMPANY 
SPRINGFIELD, ILL. 


PARTICIPATING 
NON - PARTICIPATING: 
JUVENILE 


SPECIAL LOW COST 
POLICY 


ANNUITIES 


ACCIDENT & HEALTH 


* * * 


GUARANTEED 


INCOME 
CONTINUATION PLAN 


Life Insurance and/or 
Annuity combined with 
Accident & Health 


all in one contract 




















HOSPITALIZATION COVERAGE REVIEWED 





(CONTINUED FROM PAGE 3) 


42.8 per 1,000, which is still practically 
twice the male rate. 

Statistics compiled by the United Hos- 
pital Fund of New York City, covering 
all but three city hospitals, indicate that 
about 10 percent of the population of 
the city entered those hospitals in 1932. 
The average duration of stay in all hos- 
pitals for all causes, including mental and 
tubercular cases, was 60.9 days. 


Showing of Home Office Group 


The Metropolitan has had in effect for 
several years a plan of hospitalization 
insurance for its home office employes, 
including operation and surgical bene- 
fits as well as hospital benefits, but ex- 
cluding childbirth and periods in the 
company’s sanatorium. It is pointed out 
that practically the entire coverage is on 
clerical risks and a preponderance of 
the exposure is on young lives, particu- 
larly in the case of females. 

The experience on this group for the 
six years 1928-33 inclusive shows for 
males, with 25,594 lives exposed, an 
average claim duration of 9.7 days and 
an annual average of 490.8 days hospi- 
talization per 1,000 lives. For females, 
with 59,102 lives exposed, the correspond- 
ing figures were 9.1 and 544.2, with an 
average for the entire group of 9.2 and 
524.4. 

Detailed figures were also presented 
as to the duration of claims and the per- 
centage for each number of days listed. 
The effect of age is shown by another 
table, indicating that for both males and 
females the number of claims increased 
with advanced age, while the average 
duration increases considerably, giving 
a net increase in total number of days of 
hospitalization per 1,000 lives exposed. 

From the statistics available, Mr. Fitz- 
hugh found it reasonable to assume for 
adult white male employes 70 cases of 
hospitalization per year per 1,000 lives 
exposed, with an average duration of 14 





days. This produces a net cost of 98 
cents a year for $1 a day benefits and 
$3.94 for $3 per day. He considers it 
not unreasonable to assume that in every 
case of hospitalization the maximum 
amount of $15 would be paid for special 
service, giving a net cost for these bene- 
fits of $1.05 per year and a total net cost 
of $3.99. 

As these benefits are issued only in 
connection with regular group disability 
insurance, the administrative costs are 
lower and it is held that a loading of 
334% percent of the gross premium 
should be adequate, with a resulting 
gross premium of $6 a year or 50 cents a 
month. 


Effect of Waiting Period 


It is estimated that a waiting period 
of two days would eliminate 38 percent 
of the number of claims, but would re- 
duce total amount paid by only 18.6 per- 
cent. If the payments were made retro- 
active after this period, the total would 
be reduced by only 5.2 percent. Such a 
provision would save a great deal of 
claim expense and, Mr. Fitzhugh be- 
lieves, would not cause undue hardship. 
On the other hand, a reduction in the 
maximum duration of benefits from eight 
weeks to three, the usual limit in the 
hospital-operated plan, would reduce the 
total amount paid by 16 percent, but 
would affect only 9.3 of the number of 
claims. In that way considerable saving 
in cost would be effected without reduc- 
ing the number of beneficiaries and with- 
out affecting the amount of benefits re- 
ceived in over 90 percent of the cases, 
but the cases affected would be the ones 
needing the protection most. 

Recognizing the greater hazard among 
females and/or colored risks, these risks 
are charged double the rate for white 
males, as is done in the regular group 
health contract. 








Actuaries Differ Widely on 
Need of Term Cover Today 


(CONTINUED FROM PAGE 1) 


the two divergent demands from the 
public today, one for the greatest 
amount of protection and the other for 
a safe investment of funds. 

Since the companies are not looking 
to excess interest earnings for profit, 
but rather to mortality savings, he con- 
tended that the cheaper form of poli- 
cies are likely to be more profitable to 
the companies under present conditions. 
He concluded that the present economic 





situation justifies writing term and low: 


premium policies. 

E. G. Fassel of the Northwestern Mu- 
tual said his company, in deference to 
the demand ‘from the field and what 
seemed to be public demand, started is- 
suing a combination of ordinary life 
with term, there being a fixed relation 
between the amount. The supplement- 
ary term benefit is similar to term in- 
surance. It is for a level amount and 
has conversion privilege. 

The first nine months of this year, the 
Northwestern Mutual has issued this 
policy on 2,160 lives. The ordinary in- 
surance involved was $14,480,000 with a 
premium of $464,000, while the term 


part of the contract was for $18,346,000 | 


of insurance with premiums of $299,000. 
The average policy on this form has 
been $13,269, of which $5,900 was ordi- 
nary and $7,400 term. 

Before this policy was issued, the 
Northwestern Mutual issued only five 
year term. 


the term plan by the Northwestern Mu- 
tual was 30 percent. 


sold has not been increased. 
F. A. Draper, consulting actuary of 
Cleveland, said he has had experience 


In former days the propor-. 
tion by amount, of business written on: 


In 1934 the term | 
proportion has been about the same... 
Therefore the amount of term business 








Experience in the Group 
Annuity Field Presented 


(CONTINUED FROM PAGE 2) 


sideration the renewal is 1 percent, from 
the second to the tenth years. On the 
next $30,000, the first year commission 





‘is 3 percent and the renewal 1 percent; 


on the next $450,000, the first year com- 
mission is 1 percent and renewal .4 per- 
cent. On the excess over $500,000 the 
first year commission is .4 percent and 
the renewal .2 percent. 

The second scale provides for a 3 per- 
cent first year and renewal commission 
up to the tenth year for the first $50,000 
of the consideration; 1 percent for the 
second $450,000; .4 percent for the next 
$500,000; .2 percent for the next $500,- 
000 and .1 percent for the excess over 
$1,500,000. 








with term insurance, as written by fra- 
ternals. To those organizations, term 
insurance has been a major item. On 
one block of $40,000,000 of fraternal 
term insurance, which was 15 years 
away from the medical examiners, the 
experience was only 92 percent of the 
National Fraternal Congress table. He 
contended that if the company empha- 
sizes term and devotes its attention to it 
seriously, the mortality results will be 
favorable. 

One trouble with term, he said, is that 
another company can rewrite it as well 
as the first upon renewal. The remedy 
might lie in having small additions, so 
that the competing company would be 
at a disadvantage upon renewal. He 
said that thousands of people have been 
forced to surrender their level premium 
insurance and are without adequate cov- 
erage. They can consider only the low- 
est cost insurance and he said the busi- 
ness is not fulfilling its duty unless it 
provides such insurance. 





Advertisers Hold 
Stimulating Meet 


(CONTINUED FROM PAGE 3) 


Fred J. Bremier of the Curtis Publish. 
ing Co. opened the second day’s meeting 
with his explanation of the results of a 
life insurance survey made in Philadel. 
phia, Rochester, N. Y., and Wayne 
county, O., among 3,200 men and 509 
women. Various questions regarding life 
insurance were asked and then illustra. 
tions were given by Mr. Bremier in the 
form of charts. 

Earl Trangmar, Metropolitan Life 
spoke on financial independence week, 
Arthur H. Reddall, Equitable of New 
York, suggested that the members seri- 
ously consider changing the designation 
to “Life Insurance Week.” Eustace A, 
Brock, Great-West, spoke on “What an 
advertising manager can do to help the 
conservation department.” Malcolm L, 
Williams, Provident Mutual, discussed 
agency schools. Douglas J. Murphey, 
General American, revealed himself asa 
forceful and dynamic personality when 
he gave his talk on “Illustrations in Ad- 
vertising.” Leroy C. Cushman, Massa- 
chusetts Mutual, read the paper advo- 
cating the use of scare copy prepared 
by Seneca M. Gamble of the same com- 
pany. A paper, taking the opposite view, 
er given by Clifford Elvins, Imperial 

ife. 

Mr. Ljung presided at the big get-to- 
gether dinner in the evening, the feature 
of which was the playlet “It’s in the 
Box” by Bart Leiper, Pilot Life, assisted 
by C. T. Steven, Phoenix Mutual, and 
a group of activated denizéns of’ “the 
box” designed by the author. The 
speaker was Meeman, editor 
“Memphis Press-Scimitar,” whose topic 
was “Advertising and the New Deal.” 
Exhibits Chairman Thomas J. Hammer, 
Protective Life, made the awards to the 
exhibit winners. 

Another closed session for company 
members only, the business meeting on 
the last day, constituted the final gath- 
ering of the convention. President Nel- 
son A. White presided. K. H. Mathus, 
Connecticut Mutual, spoke on “Organiz- 
ing and Developing a Sales Promotion 
Department,” and R. C. Campbell, Cen- 
tral of Iowa, discussed the value of trade 
paper advertising. The use of coupon 
advertising came in for consideration. 
Nelson A. White, whose company, the 
Provident Mutual, was given the general 
award, closed the convention with his 
talk on “Our Exhibit.” 





Equitable, N. Y., Announces 
New Participating Annuity 





Managers of the Equitable Life of 
New York have been sent this week a 
preliminary announcement relative to the 
company’s new participating annuity 
which will be sold at rates somewhat 
higher than the present annuity forms. 
The outstanding feature of the new 
contract is that it is participating both 
as to deferred and immediate annuities. 
So far as is known this is the first 
time that one of the giant companies 
writing annuities has included the pat- 
ticipating feature on the immediate 
forms. 

As with all of its other annuities, the 
Equitable’s new form will contain the 
usual guaranteed features, but the ex 
tent of the participation in the interest 
earnings will of course not be guaran- 
teed. Full details regarding this impor- 
tant departure in the annuity field will 
be available this week. 


Life Agency Notes 


Harry Gray, who has represented the 
Ohio National Life at Kenton, O., for 20 
years, has retired. 


O. D. Douglas, Texas general agent of 
the Lincoln National, has appointed G. Vv: 
Jackson, one of the leading producels 
of the San Antonio agency, as agency 
supervisor for Corpus Christi territory. 
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SALES IDEAS AND SUGGESTIONS 











Increased Sales 


Standard Sales Talk the Key to 


An interview with 


L. R. Boulware 





If life insurance men are going to 
make the most out of organized selling, 
they mustn’t be afraid to learn their 
presentations so well that the whole pro- 
cedure seems ridiculous. This is the 
opinion of one of the country’s most 
outstanding selling executives, L. R. 
Boulware, general sales manager of the 
Easy Washing Machine Company of 


) Syracuse, N. Y. Mr. Boulware, although 


well acquainted among life insurance ex- 
ecutives, expressed surprise that life 


é agents generally are not making more 


use of completely standardized and 
memorized sales presentations. How- 
ever, he was genuinely reluctant to say 
anything which might be construed as 
telling insurance men how to run their 
business, saying that life insurance is 
the field to which other lines of selling 
usually look for advanced ideas. 


: Not Only Sales Manager 


but Interested in Insurance 


THE NATIONAL UNDERWRITER sought 
out Mr. Boulware’s opinions for the aid 
they might give life insurance not only 
because of his general reputation as a 


' sales manager, but because of his keen 


interest in life insurance, the basic simi- 
larity of the selling problem in his busi- 
ness and in life insurance, and the fact 
that his firm maintained its sales so well 


) that it achieved second place in the en- 


tire ‘state’s factories in point of steadi- 
ness of employment despite the fact that 





the Easy washer is distinctly a specialty 
product, selling at prices considerably 
above the usual run of washers because 
of its unique features and conveniences. 
Mr. Boulware is known to many life 
insurance men through his address at 
the New York State Life Underwriters 
Sales Congress in 1931 and he has also 
addressed life company conventions. 

While Mr. Boulware’s selling prob- 
lems are akin to those of life managers, 
it would appear to an observer that the 
washing machine business has gone far- 
ther on the road to developing its ulti- 
mate sales possibilities than has life in- 
surance, mostly because the former had 
to meet tough selling conditions sooner. 
While it is frequently stated that life 
insurance selling is second to none when 
it comes to hard selling condition, most 
people would agree that the life insur- 
ance business would thrive better with 
the highly organized sales methods of 
the Easy Washing Machine Company 
than the washing machine business 
would do with life insurance sales meth- 
ods as generally practiced. 


Forty Percent of Sales 
Through Canvassing 


Mr. Boulware’s salesmen are on com- 
mission and 40 percent of the firm’s 
sales are through canvassing, the re- 
mainder being made through stores. The 
salesmen must learn four standard sales 
demonstrations, which give them com- 


plete points for the company’s entire line 
of machines. They must learn these as 
thoroughly as an actor on the stage 
knows his part. This in turn requires a 
selling demonstration that is good 
enough to stand up under practically all 
sales conditions, that will be effective 
with the average competent salesman. 
The company holds contests for the best 
performance of the standard sales talk. 
It may seem monotonous to the partici- 
pants but after all, the woman who is 
going to hear the sales talk as a cus- 
tomer isn’t going to know about the 
thousands of times it has been repeated 





before, if the salesman has learned it 
properly and not just barely well enough 
to repeat it parrot-fashion. 

Among the similarities in the selling 
problems of washing machines and life 
insurance, Mr. Boulware pointed ‘out 
that both are sold only in an artificially 
created market. If people were left to 
themselves, they would buy little of 
either product. It takes a lot of per- 
suasion to make a man want life insur- 
ance in the amount he. ought to have, 
or make a woman want a washing ma- 
chine that is more expensive than ‘the 
cheapest. ; 








Clay Hamlin Gives Some Sound Advice 








NEW YORK, Nov. 8.—Life agents 
should place no reliance in prospects of 
general economic improvement but 
should adapt their sales technique to 
present conditions, and assume that the 
job of selling life insurance will con- 
tinue to be about as tough as it is now. 
This is the advice of Clay Hamlin, Mu- 
tual Benefit general agent in Buffalo, 
and one of the business’s favorite men- 
tors in a recent talk to agents in this 
city. 

“Here is a fair question to ask any 
group of agents,” he said. “Ask them, 
‘If we should be plunged into a bull 
market tomorrow, with business boom- 
ing and prosperity back again, are your 
sales methods in good enough shape so 
that your production would be much 
better than it is now?’ 

“Volume has declined, and with it 
the average size of cases, but the num- 
ber of cases paid for has continued 
about the same throughout the depres- 
sion, showing that business can be sold. 





It takes a sound plan and strict self- 
discipline in adhering to it to sell 
enough of the smaller cases to make up 
for the decline in average volume.” 

While here Mr. Hamlin addressed the 
C. E. DeLong agency of the company. 
He warned against a defeatist attitude, 
citing a recent experience of his own. 
He wanted to sell his house, as his two 
daughters were married and his sons 
were in college. It was a large house 
and real estate men told him it couldn’t 
be sold. They were so sure of it that 
they didn’t even look at the house, much 
less bring any prospects to see it. 

He finally listed it with a less promi- 
nent real estate office which had two 
woman agents. These agents brought 
more than a dozen prospects to see the 
house, all of them having the money 
and the desire to buy a house of that 
size. Two of them wanted it and one 
ot them bought it. 

Mr. Hamlin cited his early experience 
in life insurance, telling of his difficul- 





Agent No. I: 


appointed 2 months ago— 
production 12 apps. 


Agent No. 2: 


appointed 3 weeks ago— 
production 5 apps. 


Typical of the records being 
established by new agents 
using our Salary Extension Plan 
are the above. 


Ltn 


The Old Line Life Insurance Co. of America 


Milwaukee 


Entering its twenty-fifth year of service to 
Policyholders and Agents. 


We have a few attractive 
District Agents’ and General 
Agency openings in: 


Illinois 
Iowa 
Michigan 
Minnesota 
Ohio 

S. Dakota 
Washington 
Wisconsin 


Wisconsin 











of the Home! 


else disappears. 


impregnable. 


form of investment. 


HEAD OFFICE 





Life Assurance is the Backlog 


You know—the timber at the back of the 
fireplace, against which the lighter fuel is 
piled and the fire is built—reflecting and in- 
creasing the comfort of the blaze—holding 
and radiating welcome heat when other fuel 
has been consumed. The backlog is what must 
first be secured. It remains when everything 


That is what the soundest financiers call 
life assurance — a Backlog! 
gages, stocks, savings, building and loan 
shares—all desirable—but secondary. By life 
assurance an estate can be created outright. 
It is unaffected by market fluctuations. It is 
In the Sun Life of Canada, 
life assurance is not only a sure bulwark 
against death or disability—it is a profitable 


There is a Sun Life policy suited to every requirement. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Bonds, mort- 
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ties and his decision to lay down a 
definite program and stick to it. The 
first month of this self-discipline was 
the hardest, he said, and after that it 
became almost a habit. 


Interest Assumption to Be 
Cut 44 Percent by Some 


(CONTINUED FROM PAGE 1) 


yield is most important. Also invest- 
ment losses should receive full consid- 
eration. 

Mr. Jenkins said surrender values that 
have been established within the last few 
years, well within asset shares, are prob- 
ably satisfactory. : 

Fr. D. Kineke of the Prudential said al- 
though mortality at entry ages over 45 
has in the past caused some concern, im- 
provement is now seen. However, the 
most important factor is the interest 
rate. The government is stepping in 
between the lender and the borrower. 
He referred to the exchange of 6 percent 








mortgages for 3 and 4 percent United 
States bonds. 

Possibly the United States may enter 
the mortgage field on a large scale and 
this would have its effect on returns on 
corporate bonds. Insurance companies, 
he said, could get by if interest rates 
should fall to 3 percent or lower. It 
would, however, mean the discontinuance 
of dividends. The insurance companies 
should have a comfortable margin. 
Therefore, he concluded, some modifica- 
tion seems indicated. There should also, 
he contended, be modification of an- 
nuity rates and interest rates under op- 
tional settlement. 

Mr. Kineke said the withdrawing 
policyholder should not get more than 
his share of depreciated assets. He 
should not get the full tabular reserve. 

Miss Koch of the Central States Life 
said she had heard the possibility of 
legislation being introduced in some of 
the states to prevent stock companies 
from issuing participating insurance. 
She expressed the hope that this would 
not come about. Because of present un- 
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certainties she said it is desirable for 
stock companies to emphasize par- 
ticipating insurance. Should the stock 
companies go ahead and put up their 
rates on non-par policies and later should 
the increases prove not to have been 
necessary, then there would be no way 
to make restitution to the policyholder. 
Therefore, she concluded, participating 
insurance should be emphasized this time 
by stock companies. By doing this, the 
safety of old policyholders will be pre- 
served as well as the equity of new 
policyholders. 

E. F. Estes of the Bankers Life of 
Nebraska said the actuaries can’t settle 
the question of whether interest rates 
are permanently lower. They must be 
satisfied, however, that the interest as- 
sumptions are sufficiently conservative. 
He expressed the personal belief that the 
present low interest rates are not per- 
manent. The agitation, he said, has had 
the good effect of “scaring” some com- 
pany executives into a more conserva- 
tive attitude as to settlement options 
and annuity rates. 

He said the general overhead cost per 
unit of business is still high. Although 
companies jhave instituted economies, 
none has kept its unit cost to the 1929 
level. He said it is possible for over- 
head to increase without having an im- 
mediate effect on surplus. The effect 
on surplus so far as insurance operations 
is concerned is calculated by taking the 
net aggregate of surpluses and deficits 
on the various issue groups. If the over- 
head continues at a high rate eventually, 
these issue groups will show a larger 
number of deficits, but the effect will 
not be immediate. 

He observed that surrender values are 
not now at the legal minimum. He said 
dividends weren’t reduced when they 
should have been and he observed that 
there is now a movement to increase 
dividends. 

Others contributing discussions on 
these questions were Simon Shannon of 
the Great West Life, John R. Larus of 
the Phoenix Mutual and E. E. Cammack 
of the Aetna Life. 


Exams for Agents 
Puzzling Problem 


(CONTINUED FROM PAGE 1) 


conrolled from within the business, and 
that the time and effort that would be 
required to get such qualification laws 
on the books would be much better 
spent in bringing about a general ac- 
cord on this point among companies and 
field men. This sort of cooperation, 
they feel, would have a good chance of 
doing an effective job of raising agents’ 
standards, whereas the written exam- 
ination necessarily must be so elemen- 
tary as to eliminate only the applicants 
most woefully uninformed about insur- 
ance. 





One Basis of Objection 


There is evidence that companies are 
already seeing the need of effectively 
controlling the number and quality of 


agents licensed, and many believe that 


the real hope of the business lies in 
such efforts rather than in a further ex- 
tension of the state’s control. 

The main reason for wanting agents’ 
qualification laws is the harm done to 
the insuring public, the dignity of the 
life insurance institution, and particu- 
larly the established agent’s income by 
poorly qualified part-time solicitors. No 
one can deny that the public interest 
is best served by competent agents, and 
they should be encouraged by freedom 
from competition from promiscuously 
licensed agents who have not even the 
intention of learning anything about 
their business. 

At the same time, opponents of state 
qualification laws contend that those in 
favor of them are deluding themselves 
as to the volume and importance of 
business that is lost to agents who would 
be weeded out by such laws or by any 
other means, and that the effect of the 
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H. L. AMBER 


H. L. Amber, vice-president of the 
Berkshire Life, was elected vice-chair. 
man of the Life Insurance Sales Re. 
search Bureau. Mr. Amber is a native 
of Iowa, having been born April 2, 
1889. He became an agent, then dis. 
trict manager and finally general agent. 
He was located in Iowa City, Davenport 
and Buffalo before going to the head 
office of the Berkshire. 











poorly trained agent is not such an in f 
fluence in spoiling the sales of better f 
trained men as many have been led tof 
believe. ‘ 

The problem is somewhat complicated F 
in the smaller cities upstate. Many of F 
these aren’t large enough to support 
more than three or four full-time life 
agents. Yet there are probably at least 
25 other companies represented there. 
The people of Hoosick Falls, for ex- 
ample, could buy their life insurance [ 
in Troy or Albany if there were no local f 
representative, but there is local pride} 
involved, and insurance buyers are likely 
to feel more confidence and inclination 
to buy from one of their fellow towns- F 
men. There appears to be no ready- 
made solution for the part-timer problem F 
in the smaller cities. 


Death of Marsdon Weston 


DENVER, Nov. 8 —Marsdon E. 
Weston, 52, for the last seven yeafs 
Denver correspondent for THE NATIONAL 
UNDERWRITER, died this week following 
an illness of several months. Born i 
Iowa Dec. 28, 1882, he spent his child- 
kood in that state and was educated at & 
the University of Iowa. He moved t0 — 
Denver in 1906. Except for a period & 
of about seven years, in which he lived i 
in Montana, he had spent the rest of & 
his life in and around Denver. He hal & 
been a reporter on the “Rocky Mout- § 
tain News” in Denver and on the Boze- 
man -“Chronicle,” Bozeman, Mont. He { 
was also in the banking business # ff 
Denver for some time. 

In addition to his work for TH 
NATIONAL UNDERWRITER, he was associ 
ated with Cyrus K. Drew as associate 
editor of the “Western Underwriter ° 
San Francisco. He was one of the best 
known insurance reporters in the af 
west. 


Starts Advertising Campaign 

The Bankers Life of Iowa, embarked 
on a planned national advertising cat 
paign through the Des Moines “Regis 
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-|ter & Leader” and “Saturday Evens 


Post.” ; 

Only sixteen other life companies 0? 
erating in the United States are ¢™ 
gaged in similar national advertisiNé 
campaigns, using magazines and new” 
papers to present their message to the 
people of the country. 






